





Three-lane road 


to profitable 


Business 


A.B. C. PROTECTS 
YOUR ADVERTISING 


Paid subscriptions, renewals, 
evidence of reader interest, 
are among many facts in 
A. B. C. reports that are 
definite guides to effective 
media selection. When you 
buy space in A. B. C. pub- 
lications your advertising 
is safeguarded by audited 
circulation. Always ask 
for A. B. C. reports. 


Paper Advertising 


Successful business paper advertising calls for the 
application of these three basic principles: 


1 Make your advertising copy clear, concise, complete and in- 
formative. People read business papers to get business informa- 
tion. Give them facts and news about your products and services. 
2 Advertise regularly. Do what your successful salesmen do— 
call on customers and prospects consistently. 

3 Buy space carefully. Select media only on the basis of au- 
dited values and thus protect your advertising investment. 
Guesswork is wasteful and expensive.* 


* Reports issued by the Audit Bureau of Circulations tell 
you how much circulation a publication has; where it goes; 
how it’s obtained; an occupational or industrial analysis 
of subscribers; and what the subscribers paid for it. 
A.B.C. reports give you verified facts as to quantity and 
methods—an essential index to quality of circulation. 





The NATIONAL UNDERWRITER 


This publication is a member of the Audit Bureau of Circulations. 
For verified information about the audience that you reach when you 
advertise in these pages, ask for a copy of our latest A.B.C. report. 
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That’s a homey old-fashioned expression, but it 
often indicates that the speaker has been doing 


some thinking. 


For instance, there’s the man who called in his 


insurance agent just before he and his family 


started on their vacations. 


“TI don’t expect a thing to happen to me on this 
trip,” he tells the life insurance man, “but men 


are dying every day. Maybe I ought to havea 


little more protection—just in case.” 


A wise decision 


and 


fair to his*dependents. 
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“QUALITY” PRODUCTION 


An adequate volume of new business, is, 
of course, very important to a life company. 
We believe, however, that the quality of 


new business is of equal importance. 


Research has thoroughly established the 
fact that "quality" business can be most 
economically obtained from a permanent 
field force of professional calibre. There- 
fore the earnings of our field representatives 
are being carefully studied in view of the 
important part they play in establishing this 


desired permanency. 


OVER 50 YEARS IN THE UNITED STATES 
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Hubbell Reports 
Gains at Parley 
of Equitable, la. 


Production Leaders Are 
Honored at Annual 
Gathering at Banff 


BANFF, ALBERTA—A satisfactory 
gain in new paid business for the first 
six months was reported by President 
F. W. Hubbell at the opening session at 
the annual production clubs convention 
of the Equitable Life of Iowa here. 

He congratulated delegates upon the 
cumulative gain in new paid business, in- 





ROBERTSON G. 


HUNTER 


ciuding annuities, and upon the substan- 
tial increase in life insurance in force. 
Assets are now in excess of $206,000,- 
000 as compared to $200,000,000 on Jan. 
1 and life insurance in force is in excess 
Ot $604,000,000 as compared to $598,000,- 
000 on Jan. 1, Mr. Hubbell reported. 
Leading producers and agency build- 
ers were given special recognition at 
Tuesday’s business meeting and at the 
banquet that night. Robertson G. Hunter, 
vice-president and actuary, distributed 
additional renewal commission checks 
totalling more than $3,800 to 122 agents 
as awards for the attainment of a high 
Conservation ratio, and for achieving an 
Increase in their individual average size 
policy for 1940 over that for 1939. Con- 
servation award checks also were pre- 
sented to four general agents with the 
best records: L. V. Barnes, Omaha; J. 
Moorman, Cincinnati; F. W. Os- 


mundson, Mason City; P. B. Rice, Har- 
risburg, 


Special Honor Awards 


_ R. E. Fuller, agency superintendent, 

introduced production club officers which 

Were announced last week. 

, pecial honor was paid at the banquet 
0 H. Loree Harvey, Kalamazoo, Mich., 

A the 1941 ,member of the Hall of 
Onor, the highest honor attainable by 


Group Business Totals 
by Classes Analyzed 


An analysis of group insurance in 
force in the United States and Canada 
has been compiled by W. J. Graham, 
vice-president Equitable Society. There 
is now $16,256,201,419 group life in 
force; $157,929,605 group annuities; $51,- 
650,000 group accident and_ health; 
$2,000,000,000 group accident and health 
and dismemberment, and $9,500,000 
group hospitalization. Totals for group 


Kind of Group Coverage 
GROUP LIFE! (INCL. GROUP 
INDEBTEDNESS’) 

Number of Grouse 6nd s<cesecceces 
Number of Certificates.............. 
Volume 

GROUP ANNUITIES 
Number of Grouos.....-. 5-26. +00 0 
Number of Certificates.............. 
Number of Lives (full certificates).. 
Annual Income at Maturity......... 


GROUP ACCIDENT AND HEALTH 


Namber Of Groupe. «0:06 56. cc ccc 3s 
Number of Certificates.............. 
Weekly Benefit 


LEMKE CR RY Hed eialt eon sae eee Ue 


life and group annuity business are ac- 
curate but as the methods of reporting 
the amounts in force on the casualty 
forms of group insurance varies, the 
figures are necessarily estimates. On 
the casualty forms some companies re- 
port premiums rather than amounts, 
some combining several coverages and 
some reporting only the number of lives. 
The detailed figures follow: 


1940 1940 
Paid for In Force Premium 
Business Dec. 31, 1940 Income 

2,417 30,282 


11,346,400 
$16,256,201,419 


911,516 
$184,419,180 


166 1,301 
109,200 875,379 
701,008 


$157,929,605 $133,529,429 


2,000 13,300 
360,000 3,840,000 
$5,000,000 $51,650,000 $ 44,000,000 


GROUP ACCIDENTAL DEATH AND DISMEMBERMENT 


Number of Groups BT es tate wala we 
Number of Certificates... ....5......-. 
Principal Sum 


GROUP HOSPITALIZATION 


Number of Groups.........-+-.++++- 
Number of | CeeNGAlES oid. tees 
La CCT | Ne Pe een ec nero oer 


Se darlin oicloia: aid avatar alate ed $321,000,000 


1,150 8,300 

220,000 1,800,000 
$2,600,000,000 $ 4,000,000 

2,600 6,200° 

820,000 1,800,000* 


$2,500,000 $9,500,000* $ 16,700,000 


1. Not included is wholesale insurance for which the following figures are 
available: Written: 2,681 contracts, 46,767 lives, $62,656,580 volume; in force: 
22,367 contracts, 262,707 lives, $385,279,740 volume. Premiums were $4,956,235. 

2. The approximate group indebtedness figures were, as of Dec. 31, 1940: 4,500 
contracts, 2,000,000 loans, $300,000,000 volume. 

3. 4,400 groups covering 1,300,000 certificates also provide surgical benefits. 

4. Included are $2,300,000 daily benefit for dependents. 








an agent. F. W. Osmundson, general 
agent, Mason City, won the master 
agency builder award. The Kirk me- 
morial cup essay contest winner was L. 
Wayne Jewell, Springfield. Equitable 
One-A-Week Club members having 
completed significant anniversaries in- 
cluded: Ben Bloch, Peoria, Ill. 1100 
weeks; L. J. Beaucage, Portland and P. 
B. Caster, Cleveland, 800; A. M. Boex, 
Cincinnati, and E. W. Lemonds, Sioux 
Falls, 700; E. C. Elling, Mason City; L. 
B. Farrar, Portland, G. L. Maltby, Kan- 
sas City, Ray Marchand, Los Angeles, J. 
M. Utter, Seattle, 600, and J. M. Howell, 
Denver, 500 weeks. 


Bloch Has Outstanding Record 


Mr. Bloch is the only remaining char- 
ter member of the Equitable One-A- 
Week Club which was organized in 1918. 
His consecutive weekly record, how- 
ever, actually dates back to the signing 
of his life insurance contract, although 
during the first two and one-half years 
in the business no official One-A-Week 
Club existed. As of July 5, Mr.Block’s ac- 
tual but unofficial record of consecutive 
weekly production totalled 1300 weeks. 
Mr. Bloch is the president of the Agency 
Club and has earned membership in 19 


of the company’s annual production 
clubs during his long career. 

H. W. Stanley, Wichita general 
agent for 36 years and dean in point of 
service, gave the keynote address: “To- 
day’s Responsibilities and Tomorrow’s 
Opportunities,” 


Annual Golf Tournament 


Tuesday afternoon the annual golf 
tournament was held. Prior to the an- 
nual banquet there was a reception for 
the “Way-Out-In-Front” order com- 
posed of agents who as of June 30 had 
fully completed the premium require- 
ments for membership in the 1942 
Agency Club. Mr. Fuller was host at 
the reception and toastmaster at the 
banquet with President Hubbell as 
speaker. 

The Wednesday business session featured 
a talk “Today’s Markets and Tomorrow’s 
Techniques,” by George L. Hamlin, field 
supervisor; discussions of direct mail by 
A. Scott Anderson, manager of sales 
promotion, assisted by J. L. Emerick, 
Albany, and R. L. Hoghe, Los Angeles 
general agent; the presentation of a new 
programming sales and service system 
by E. E. Smith, agency secretary, as- 
sisted by P. L. Crouch, Jr., of the Des 

(CONTINUED ON LAST PAGE) 


Name Three Outside 
Speakers for 
Cincinnati Sessions 


Chinese Ambassador, 
U. S. Senator from Illinois, 
Newspaper Columnist 


Dr. Hu Shih, ambassador from China 
to the United States, U. S. Senator 
Brooks of Illinois, and Tom Collins, 
assistant to the publisher and column- 
ist of the Kansas City “Journal,” will be 
featured speakers at the Cincinnati con- 
vention of the National Association of 
Life Underwriters Sept. 15-19. 

Each of these speakers will discuss a 
phase of the convention theme, “Ameri- 
can Life Insurance—an Investment in 
Freedom.” 


Nine Speakers Announced 


The announcement brings the total 

of speakers to nine. Others previously 
announced have been Lewis W. Doug- 
las, Thomas I. Parkinson, James E. 
Rutherford, E. E. Blackwood, Francis 
G. Bray and C. C. Hunnicutt. 
_ Dr. Hu Shih came to study in Amer- 
ica in 1910 on a Chinese government 
scholarship. Four years later he was 
graduated Phi Beta Kappa from Cor- 
nell University, and then took up 
graduate studies at Cornell and Colum- 
bia, where he took his Ph.D. degree. 
It was at this time that he conceived 
the idea of a common written language 
for the Chinese, took a dialect known 
to 90 percent of his people as its basis, 
and formed what is now the accepted 
literary language of China. From 1917 
to 1932 he spent most of his time in 
China as a member of the faculty of 
some of his country’s leading universi- 
ties, lecturing, writing, and working for 
greater understanding of China and its 
people among Occidentals. He lectured 
at the University of Chicago in 1933, 
and was a leader in the Institute of 
Pacific Relations. He edited and pub- 
lished a weekly review of liberal opin- 
ion from 1932 to 1937, and- spent the 
following year lecturing and traveling 
in the United States. He was appointed 
Chinese ambassador to the United 
States in 1938. 


Recall Brooks Before Presidents 


Senator Brooks made an excellent 
impression upon the life insurance com- 
munity last December when he ad- 
dressed the convention of the Life 
Presidents Association. 

Tom Collins has been in the news- 
paper business since 1922. He is now 
assistant to the publisher and daily col- 
umnist on the “Kansas City Journal.” 
Mr. Collins is one of the most sought- 
after speakers in the country, and an- 
nually gives more than 350 addresses of 
wit and philosophical touches. 

T. M. Riehle of New York is chair- 
man of the program committee. 
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Women Offer Sales Opportunity, 
Research Bureau Survey Shows 


The sale of life insurance to women 
represents a relatively undeveloped mar- 
ket which offers possibilities of great 
profit the committee on persistent busi- 
ness of the Sales Research Bureau re- 
ports in a survey of this subject which 
is now being distributed. Donald 
G. Mix, manager of conservation of 
State Mutual Life, is chairman of the 
committee. 

Women already constitute a substan- 
tial and increasing portion of the mar- 
ket for ordinary life insurance, the 
study showed, or around 20 percent of 
all ordinary sales and representing 12 
percent in volume. More than one-half 
the sales to females are made to busi- 
ness women, less than one-third to 
housewives and the balance to those not 
gainfully employed or those employed 
in miscellaneous occupations. The 
housewife business was found to offer 
favorable persistency. 


Profit Factors Are Cited 


There are a number of profit factors, 
the survey showed. First, data from 
nine companies indicated the persistency 
is better than that on life insurance sold 
to men, although there is indication that 
over a long period the difference in 
termination rate tends to disappear. 
The limited experience available showed 
better persistency on women than men 
in comparable age groups, except in 
some instances for younger ages below 
20. 

“The aggregate mortality on business 
sold to women is better than on busi- 
ness sold to men,” the report stated, 
“and is usually better for all age groups. 
according to data from the companies 
included in this survey. The restric- 
tions under which such business is usu- 
ally written presmably have a bearing 
on the results. 

“The average sale to women ranges 
from less than one-half to about two- 
thirds the average sale to men. For 
a majority of the companies, the aver- 
age sale to women is about half that 


to men. The average sale to both men 
and women generally increases with 
age. 


Collection Frequency Better 


“The information available indicates 
a generally more favorable collection 
frequency on sales to women than on 
business sold to men. This is due 
chiefly to a larger proportion of annual 
and semiannual business which may be 
influenced by minimum premium re- 
quirements and the smaller policies sold 
to women. 

“The average premium per $1,000 on 
new business paid for on female lives 
was 7 percent to 66 percent higher than 
that on male lives. The younger age 
of the women buyers was more than 
offset by the higher premium plans 
purchased.” 

The survey report pointed out that 
while wornen are less likely than men 
to make repeat purchases of life insur- 
ance, an indication of the comparative 
undevelopment of the female market is 
the considerably higher proportion of 
women, as compared with men buyers, 
who had no prior insurance in force. 


Many Have No Insurance 


It was shown that a company’s paid 
for business in 1939 indicated for fe- 
males that 67 percent by number had no 
ordinary life insurance previously and 
60 percent by amount of application, as 
compared to 29 percent and 15 percent, 
respectively, for men. Another com- 
pany on 1934 paid for new business 
showed 71 percent by number of women 
had no previous life insurance, against 
only 31 percent of the men applicants. 
A Canadian company in 227 applica- 





tions in October, 1937, showed 86 per- 
cent by number of women and 51 per- 
cent of the men had no previous life 
insurance. 

The American Service Bureau survey 
of buyers, published by the Sales Re- 
search Bureau under the title “20,000 
Sales,” as taken from applications to 
125 companies in December, 1936, 
showed 79 percent of women by num- 
ber and 73 percent by amount without 
previous insurance, compared to 61 and 
48, respectively, for men. The Retail 
Credit Company in 7,917 applications in 
June, 1937, found 63 percent of women 
and 38 percent of men without previous 
insurance. 


Large Market Is Available 


The committee reported in 1940 there 
were about 50 million women age 14 
and over in the United States, and 
about 12 million or 24 percent in the 
labor force. Of the latter group, about 
one-half are single and eight million 
participate in the old age and survivors’ 
insurance program. There were in 1930 
about 25 million homemakers. 

In Canada there were in 1931 about 
four million women age 10 and over, of 
whom about 665,000, or 17 percent, were 
gainfully employed. 

The committee found women pur- 
chase a considerable proportion of life 
plans but generally buy a larger pro- 
portion of endowments, including retire- 
ment endowments, than do men. The 
proportion of term is very low, partly 
because some companies do not sell it 
to women and most others restrict its 
sale. 


Many Younger Women Buy 


“A larger portion of sales to women 
than to men are made to those under 
30 years of age, and particulariy for the 
age group 10 to 20,” the report went 
on. “Of total sales to women, 38 per- 
cent to 52 percent were made to the 
age group 20-29 inclusive, accounting 
for 26 percent to 46 percent of the vol- 
ume. This contrasts with men to whom 
the largest amount of sales were made 
in the age group 30-39 inclusive.” 

“From the point of view of the home 
office,” the report commented, “business 
on the lives of women has many favor- 
able aspects. The low average sale 
tends to be offset by superior persist- 
ency, better mortality, lower collection 
frequency and other advantages. The 
extent of this offset varies according to 
the company and requires an asset 
share study for approximate determina- 
tion. 

“The profitableness to a general agent 
of business on the lives of women is 
favorably affected by the persistency, 
lower collection frequency, high aver- 
age premium per $1,000, and small pro- 
portion of term. An unfavorable factor 
is the smaller average size of policy. 
Where the operation is efficient, without 
extravagance, the net result is likely to 
be favorable. 


Warning on Specialization 


“Women buyers are likely to consti- 
tute a profitable segment of the market 
for many agents due to the higher per- 
sistency of such business and the like- 
lihood of a higher average commission 
per $1,000. (The lower rate of com- 
mission on endowments, and_ the 
younger average age, may be offset by 
the high average premium per $1,000 re- 
sulting from a larger proportion of high 
premium plans.) Too great concentra- 
tion on the women market should tend 
to decrease the production of new busi- 
ness because of the small average sale 
and the likelihood of less repeat 


business.” 


The survey then took up company 
policies and opportunities. “In most of 
the reporting companies,” it stated, “the 
present volume of sales to women has 
been secured without either emphasis 
or de-emphasis on this source of busi- 
ness. None report de-emphasis; most 
are neutral; a few give mild encourage- 
ment; and three companies emphasize 
this source. In view of the nresent rela- 
tive lack of emphasis, there seems to 
be adequate opportunity for further de- 
velopment of this field where desired. 
Any change in company policy might, 
of course, affect the present persistency, 
mortality and profit factors. 


Wide Range of Treatment 


“Considering the many favorable as- 
pects of sales to women, some compa- 
nies may wish to raise the question 
whether their underwriting rules are 
sufficiently liberal. Company policies 
on sales to women differ considerably 
as to general attitude and restrictions. 
For example, company practice on term 
insurance ranges all the way from non- 
issuance to identical treatment with 
men. 

“With the retirement annuity mar}et 
for women curtailed; with part of the 
young men market temporarily lost; 
with the increased economic importance 
of women still further enhanced by the 
war; and with the introduction in the 
United States of social security—there 
is a real opportunity to develop the sale 
of life insurance among women. 

“Social security, in addition to em- 








Record Golfer Setting 
Pace as Fledgling Agent 


J. Smith Ferebee, who in 1938 
attracted nationwide attention by 
playing 144 straight holes of golf 
on a bet is now attracting atten- 
tion in his first year as a life insur- 
ance producer. Mr. Ferebee joined 
the Warren Woody agency of 
Equitable Society, Chicago, last 
August. Since then he has paid for 
$427,500 of business and made the 
company’s $350,000 Club. He 
ranks third on the honor roll of 
his agency and 17th on the com- 
pany honor roll. 

Mr. Ferebee is 35 and prior to 
joining Equitable had been a 
stock and bond broker in Chicago. 
His golfing exploit was the result 
of a bet with his partner in a farm 
in his native Virginia. The loser 
was to forfeit his share in the 
farm. Lean and wiry, Mr. Ferebee 
navigated the 144 holes with ap- 
parent ease. Following this. he 
began a golfing Odyssey across 
the country, starting at Los An- 
geles and playing 18 holes at each 
course he came to until he arrived 
on Long Island. 

Mr. Ferebee’s managers attrib- 
ute his success in life insurance 
as well as in golf to the driving 
enthusiasm with which he works 
at anything he sets about. That 
he sees a large number of people 
is evidenced by the fact that he 
averages six cases a month. He 
does a good deal of work in the 
evening, never balking at service 
cases clear across the town. He 
is taking the C.L.U. course and 
his only regret is that he didn’t 
enter the business 12 years ago. 
If he keeps up his present pace, 
Mr. Ferebee will be a million dol- 
lar producer before the year’s end, 
and still manage to sandwich in 
his average of 162 holes each 
week end. 








phasizing the economic importance of 
women and tending to increase their 
consciousness of the importance of in- 
come in later years, has opened at least 


two good sales opportunities among . 
those covered by the program: (a) by © 


providing for a basic minimum income 
for retirement, social security will en- 
able business women to build through 
life insurance a more adequate income 


and (b) with the common practice of 


retiring women at age 60 there is an 
opportunity to provide through life in- 
surance for filling the gap between that 
age and 65 when social security income 
begins. (In private group annuity plans 
there is a recent trend to set age 65 as 
the normal retirement age for women as 
well as men.) 

“Half of the reporting companies have 
sales promotion material specifically 
prepared for use ‘with women. It mostly 
promotes retirement endowments for 
business and professional women, with 
incidental attention to protection. Very 
little material is addressed to house- 
wives, which field some companies may 
wish to develop. Several companies not 
having material for women mention the 
adaptability of certain general material 
for use with both men and women. 


Need Sales Promotion Aids 


“With only half of the reporting com- 
panies having specific sales promotion 
material for women, there is plenty of 
opportunity for many companies in de- 





veloping such sales helps, if it is desired § 


to stimulate sales in this field. 

“It should not be assumed _ that 
women agents are required to tap this 
market effectively. It will be recalled 
that the Curtis Publishing Company 
study made in cooperation with the Bu- 
reau in 1934 showed that 45 percent of 
business women buyers of ordinary pre- 
ferred to buy from a man, 9 percent 
preferred to buy from a woman, and 46 
percent had no preference.” 


The pamphlet then gave census data, 7 
showing the number of women in the | 
United States and Canada by general | 


occupational classifications. 
sented a series of tables showing per- 


and _pre- | 


sistency, mortality, average policy and | 


sales by age groups, 


occupational | 


analysis, mode of premium payment, | 
average premium per $1,000, plans of © 


insurance bought by women and a 
sample asset share study. 





Travelers Writer Turns 
Out Popular Novel 


George Malcolm-Smith, who has been 


a member of the publicity department of ~ 
Travelers for 12 years, is author of a7 
novel, “Slightly Perfect,” which has just 
been published by Random House. The © 


reviews have been very laudatory. Mr. 7 
Malcolm-Smith is known in the insur- © 


ance field as a contributor to publications 7 
issued by Travelers and as the author : a 
trade = 


articles on insurance topics in 


journals, newspapers and magazines. He © 


is the author of a weekly column, “The ~ 
Travelers @ 
“Protection” and is creator of a weekly © 


Tower Telescope” in the 
cartoon in the “Spectator.” He was 
born in Vermont. His father is a clergy- 


man who is now Stationed in Boston and 


his mother was a musician. He was ed- ~ 
ucated at Trinity College in Hartford. 7 


sc 


He was a reporter for the Hartford © 


“Courant” and later for the Waterbury ~ 


“Republican” before joining Travelers. 
The hero of the story 


is Milton 7% 
Northey Haskins, associate actuary of J 


Nutmeg Insurance Company. Marion © 


Murray, in reviewing the book for the 7 


Hartford “Times,” characterizes it as an © 


“hilarious bit of improbability.” 
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Big Lenders Seek 


HOLC-Type Setup 
for Fire Coverage 


ce of i 


One Life Company Has 
Already Worked Out 
Similar Plan 


NEW YORK—Approval by the New 


* servicing properties in which the HOLC 


' has an insurance interest has provoked 


’ great interest among other large-scale 


th Gait Rg 


In fact, one life company has already 
worked up an arrangement similar to 
the HOLC plan. If the discount is 


» available to the HOLC there appears to 


be no basis on which fire companies 
could deny the same arrangement to 


» other mortgagees performing the same 
» specified scale of services. 


eligible to the plan is tremendous. 


The value of properties potentially 
The 
total value of mortgages held by life 


* companies alone at the end of 1940 


Since life 


' companies usually do not lend beyond 
| two-thirds of valuation. except in the 
' case of FHA-insured mortgages, the in- 


‘ surable values of the properties repre- 


' sented by these mortgages would run 
- considerably higher, even after deduct- 
' ing whatever portion of the value might 
| be estimated as arising solely from the 
» value of the land. In this connection it 


ri a 


is significant that of the total mortgages 
held by life companies less than a bil- 
lion were on farms, other mortgages ac- 
counting for $4,542,000,000. The ratio of 
values which might be destroyed by fire, 
as against the value of the land itself, 
would of course be much higher on ur- 
ban mortgages than on farm properties. 


Institutional Loans Total 20 Billion 
It is estimated that the total of insti- 


_ tutional mortgage loans, including those 
~ held by federal agencies, in the United 


States is in the neighborhood of $20,- 
000,000,000. It would, of course, be in- 
accurate to say that all the properties 
represented by this figure are poten- 
tially eligible to the HOLC type of in- 
surance setup, since many institutions 


© are not large enough or do not hold 


properties of sufficient aggregate value 
> _ the HOLC system could be ap- 
plied. 
. Moreover, not all properties held by 
Institutions which might adopt an 
OLC-type setup would be insured un- 
der the arrangement if it followed the 
HOLC pattern exactly, for the latter 
includes only properties which the 


» owner fails to insure on his own initi- 


ative. Yet the number of such owners 
would obviously be greatly influenced 
by the lending institution’s wishes. 

If, in order to boost its receipts from 
the service allowance, the lending insti- 
tution were to let mortgagors know 
that it would just as soon handle the in- 
Surance, many borrowers would fall in 
line in the absence of some good reason 
to the contrary. Any pressure by the 
lender would be illegal, at least in New 

ork, but many mortgagors would un- 


) doubtedly prefer letting the lender take 
care of the premium, adding it to their 











© the measure. 


monthly installments, rather than hav- 


a ing to pay out the full premium them- 
» selves or going to the trouble of having 


It financed. 





The New Jersey assembly resolution 
to investigate life insurance has been 
transferred to the miscellaneous busi- 
ness committee, which practically kills 


Freezing Order 
Causes More Work 


Life Companies Required 
to File Additional Reports 
with Treasury Department 


NEW YORK—A substantial amount 
of additional work will fall on the life 
insurance companies as a result of the 
federal government’s recent “freezing” 
order as applied to a large number of 
European countries. Already the com- 
panies have felt the pressure and have 
gained some valuable experience since 
the government first started “freezing” 
the funds of foreign countries in the 
spring of 1940. The additional work 
comes with the increasing number of re- 
ports and applications that must be filed 
with the treasury department on bene- 
ficiaries or annuitants who are nationals 
living in this country or nationals or 
United States citizens who are living in 
countries designated in the order. 


Rules Stiffened on Payments 


A company before it can send a pay- 
ment on a claim or an annuity to one 
of these countries must file a report and 
apply for a license from the treasury de- 
partment. If annuities are sent monthly 
it is necessary to apply to the depart- 
ment for each payment. Formerly com- 
panies were allowed to apply for a li- 
cense which would cover a period of 
months. If the treasury department is 
not satisfied with the information on the 
report the company must gather and 
submit more information before it is al- 
lowed to make the payment. 

If a person is a United States citizen 
living in one of these countries the 
treasury department usually will let the 
payment go through without much 
trouble, but if he is not a U. S. citizen 

(CONTINUED ON LAST PAGE) 


Eric Johnson Feted 
in Pittsburgh 


PITTSBURGH—The importance of 
morale was emphasized by John A. 
Stevenson, president Penn Mutual Life, 
at a testimonial luncheon here for Eric 
G. Johnson, who is going to the home 
office as vice-president in charge of 
agency affairs. 

“One of the biggest responsibilities 
we have today relates not to production 
but to morale,” Mr. Stevenson said. 
“The ideals for which our country 
stands are not going to be preserved 
by people who do not realize we are 
in a changing world. 

“We are all trying to find a leader 
who will solve our problems by turning 
on a faucet. It can only be done by 
putting our shoulders to the wheel. 

“Our business can do a great job 
by making people think in terms of the 
future and make them a little more 
optimistic. If a certain amount of the 
national income is put into life insur- 
ance and a certain amount put into 
defense bonds, it will reduce the demand 
for consumer goods.” 

Other speakers were Holgar J. John- 
son, president, Institute of Life Insur- 
ance, former Pittsburgh general agent 
and brother of the honored guest; Ken- 
neth W. Conrey, who succeeds Mr. 
Johnson as Pittsburgh general agent; 
R. A. Clark, Northwestern Mutual, 
president agencies committee of Pitts- 
burgh, and Cannon, president 
Penn Mutual Agency Association. 

George W. Stewart of the Pittsburgh 
agency presided. An attendance of 
close to 200 included many prominent 
Pittsburghers. 


Colonial Life Convention Set 


The annual convention of the Colonial 
Life of Jersey City will be held at the 
Hotel President, Atlantic City, Sept. 
17-19. It is expected that more than 
200 agents will attend. 











the service it renders. 


ant, 


from these savings. 


in the attainment of its goal: 
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WILLIAM H. KINGSLEY 
Chairman of the Board 





Improved Service — The Objective 


(The Aptitude Index: V) 


Success of a business is not measured by mere size but by 


This is particularly true of the institution of life insurance. 
Throughout its existence the service ideal has been predomin- 


While the Financial Statement indicates the strength and 
stability of a company, behind the tangible assets lie those 
human assets—the men and women who are responsible for 
the growth and development of the company through person- 
alized service to policyholders and the public. 

The Aptitude Index used in the selection of prospective 
underwriters makes it possible to pre-determine the capacity 
to render service compatible with expanding modern needs. 

In addition, scientific. selection reduces costs of inducting 
and training underwriters by eliminating those not qualified 
for the business. The cost resulting from high turnover in 
field personnel is also reduced. Policyholders benefit directly 


The Penn Mutual is directly aided by the Aptitude Index 


“The production of a satisfactory volume of quality busi- 
ness, at a proper cost, from career underwriters.” 


+ 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


SY 


JOHN A. STEVENSON 
President 




















Split Option Plan 
ls Advocated by 
Cincinnati Agent 


More Simplified Settlement 
Agreements Held to Be 
Vital Factor 


Need for more flexible settlement 
agreements and the right to split pro- 
ceeds between two options in order to 
meet the requirements of beneficiaries 
and to eliminate the necessity for fre- 
quent rewriting of agreements is 
stressed in a special bulletin issued by 
Warner C. Wilson, Guardian Life of 
New York, president Cincinnati Life 
Underwriters Association, sent to mem- 
bers, presidents and agency executives 
of companies operating in Cincinnati. 
The solution to the settlement option 
problem can no longer be delayed, Mr. 
Wilson states, “for if a number of those 
beneficiaries with inadequately written 
settlement agreements voice their justi- 
fied dissatisfaction through their attor- 
neys or their political representatives, 
the TNEC investigation might seem 
heavenly by comparison. We must all 
agree that this should certainly be 
avoided.” 


Consumes Too Much Time 


Mr. Wilson deplores the necessity for 
field men spending six or eight hours 
on a single case in an effort to secure 
a simple but needed settlement agree- 
ment. More flexible agreements will 
relieve agents of much of the desk work 
and permit them to spend more time on 
actual sales interviews which in turn 
will enable them to increase their in- 
come and thus help solve the recruiting 
and training problems faced by man- 
agers. 

To put over his point, Mr. Wilson 
cited a specific example of a man age 
30 with a wife of the same age and two 
children, three and 1 years old. By 
buying $30,000 insurance he provides 
$3,000 cash, $150 a month for about 20 
years under a_ standard agreement. 
However, this agreement would have to 
be revised every few years to meet 
changed conditions. If the insured died 
in five years and there were no addi- 
tional children born during that period, 
the problem of taking care of the chil- 
dren would be reduced to a 15 year 
problem instead of 20 years. A change 
in the agreement would be desirable to 
give the beneficiary $150 monthly until 
her children were fully grown and pay 
the widow $42 a month for life. If the 
insured died after 10 years, the insur- 
ance would pay $150 monthly until the 
children are fully grown and $75 a 
month to the widow for life. If the 
insured died after 15 years, the 20 years 
problem would be changed to a five year 
one and a change in the agreement 
would provide $150 a month for five 
years and $100 a month thereafter. 
However, Mr. Wilson points out, a 
standard flexible agreement would make 
such changes in the agreement unneces- 
Sary as it would give the beneficiary a 
choice of a fixed plan of installments, 
not over $150 a month until exhausted; 
or a life income to the widow or part 
fixed installments and part life income. 
The part provision is desirable as social 
security payments would provide added 
income until the children are grown. 


Widow Has Two Choices 


If the settlement agreement remains 
unchanged and the insured dies 10 years 
afterwards when the widow is 40 and 
her children 13 and 11, the widow has 
only two choices. She can either take 
$150 monthly until exhausted (about 20 
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years) when the children will be ages 
33 and 31 and no life income or she 
can receive $106 monthly for life which 
is not enough for the 10 years during 
the minority of the children. A flexible 
agreement would give her $150 a month 
until the children are of age and $75 a 
month for life. 

Mr. Wilson referred to the 1940 CLU 
examination answers which showed that 
14 companies out of 21 mentioned were 
apparently willing to issue flexible 
agreements while seven were not. “Shall 
or shall it not be considered economi- 
cally criminal under the true principles 
of life insurance to refuse and deny the 
insured a settlement option agreement 
whereby his widow is given the right 
to receive not only an ample monthly 
income until the children are grown, but 
also the largest possible income for life 
thereafter, so that she may remain in- 
dependent of her children rather than be 
a burden on them or become dependent 
upon charity?” Mr. Wilson asked. 


Installments for Minors 


There should also be a_ provision 
which would continue monthly install- 
ments to children until they have at 
least attained legal age, Mr. Wilson 
pointed out. Far too many companies 
now compel payments in a lump sum to 
the minor children in case the widow 
dies. The arguments for income pay- 
ments to widows equally apply to or- 
phaned minor children. In every state 
the law of perpetuity is suspended dur- 
ing the minority of the children. 

If the flexible settlement option plan 
were universally adopted it would re- 
lieve agents of the necessity of spending 
time in writing and frequent rewriting 
of agreements which would enable them 
to spend more time selling. It would 
also solve the problem of properly 
adjusting social security payments to the 
insurance program and it would reduce 
the expense of handling option agree- 
ments at the home office as well as in 
the agency office, Mr. Wilson claims. 

Mr. Wilson said that he did not be- 
lieve that the proposed new agents’ con- 
tracts will solve the problem. He sees 
no reason why the 2 percent service 
fee after the 10th year cannot be added 
to the present contract arrangement. 
However, the real answer is in increas- 
ing field time by eliminating detail work 
which salesmen are not qualified by 
temperment or otherwise to handle. 
Adequate office help is not a satisfactory 
answer to the situation although it is 
a factor in the success of many large 
producers. 


Bankers National Life 
Qualifiers on Lake Cruise 


The Presidents Club and Master 
Producers Club of Bankers National 
will hold annual meeting July 15-22 
on the Great Lakes aboard the S. S. 
Seeandbee. Close to 50 agents have 
qualified for the cruise and the entire 
party will be about 100. 

Convention sessions will be held dur- 
ing the cruise, welcoming address be- 
ing made by President Ralph R. 
Lounsbury. William J. Sieger, agency 
vice-president, will speak on social se- 
curity. Several new policy plans will 
be announced. Other home office men 
taking the cruise are H. Carlyle Free- 
man and Richard J. O’Brien, agency 
supervisor. 

Irving Victoroff of Jersey City, who 
is getting back on his feet after a hos- 
pital siege, is chairman of the Presi- 
dents Club and will preside at its ses- 
sions. Vice-chairman is Harry J. 
Baker of Boston. 

Newly elected president of the Mas- 
ter Producers Club is Umberto Pas- 
tore of Scranton, Pa., who will be 
formally introduced in this capacity. 
New vice-president of this club will be 
Lou Altman of Trenton, N. J 





Fraser Agency Ahead 

The Fraser agency of Connecticut 
Mutual Life in New York City paid for 
$598,383 in June as against $560,138 for 
June 1940. 


British Companies, 
Despite War, Gain 
in All But Volume 


After a year of sévere war conditions, 
including six months of “all out” bomb- 
ings, British life insurance in 1940 
showed increases in assets, premium in- 
come and payments to policyholders. 
This is revealed in a report of the In- 
stitute of Life Insurance based on fig- 
ures representing approximately 60 per- 
cent of British business. 

Payments in death benefits, policy 
maturities and surrender values were 
19 percent more than 1938 and 2 per- 
cent more than 1939. 

Mortality rate of British companies 
was favorable in 1940, but payments for 
death benefits increased 12.4 percent 
over 1939, 20 percent over 1938. Large 
share of this was due to other than 
war conditions. War deaths among 

policyholders were relatively small. One 
company reported eight percent, an- 
other 3.3 percent of its death payments 
due to war. 

Surrender of policies decreased 24 
percent from 1938, 

Total assets increased 2.9 percent 
over 1939, on which net interest re- 
turn was 3.6 percent, compared with 3.8 
in 1939 and 4.0 in 1938. British com- 
panies expect the rate to continue 
downward since practically no new in- 
vestments are being acquired except 
government war loans, which are at a 
rate lower than in the past. 

Companies have postponed action on 
policy dividends until after the war as 
an added safety precaution. Dividends 
then will be made retroactive. Policies 
becoming death claims now are receiv- 
ing, in many cases, either normal or 
specially established dividends. 

New sales in 1940 decreased, as ex- 
pected, though industrial declined much 
less than average. New ordinary busi- 
ness was 24.4 percent less than 1939, 
39.7 below 1938; new industrial was 6.6 
percent less than 1939, 12 percent under 
1938. 

Evacuation of offices from metropoli- 
tan centers and active military service 
of male employes have contributed to 
the difficulties companies have had in 
maintaining routine operations. 





Occidental Names 
Estes in St. Louis 


Occidental Life of California has es- 
tablished a branch office in St. Louis 
and named as head of the branch Well- 
born Estes, who has been with Aetna 
Life in St. Louis and has just retired as 
president of the St. Louis Life Under- 
writers Association. The new office_is 
in the Boatmen’s Bank building. 

Mr. Estes is the son of John W. 
Estes, who earned wide - prominence 
during his 21 years as general agent 
in St. Louis for Aetna Life from 1904 to 
1925. The father is now retired and 
living in Santa Ana, Calif. 

After graduation from Cornell he 
became a_ research chemist for the 
Eastman Kodak Company, but the ap- 
peal of life insurance was too strong 
and _ he contracted with the Aetna Life 
in St. Louis as a personal producer in 
1924, only 30 days before his father re- 
tired as general agent. The younger 
Mr. Estes immediately demonstrated 
that he, too, was a steady performer 
with the ratebook and progressed up- 
ward through the ranks until in 1937 
he was appointed assistant general 
agent in St. Louis. 





Brink Agency Cruise Sept. 6-10 

The annual cruise of the Earl B. 
Brink Michigan state agency of Mutual 
Benefit Health & Accident and United 
Benefit Life will be a five-day trip to 
Isle Royale in Lake Superior, leaving 
Detroit Sept. 6 and visiting Mackinac 
and Sault Ste. Marie en route. 
















We Can Scarcely 
Hear Ourselves Think.. 


We are building an addi- 
tion to our building. Con- 
tinued growth has made 
more room necessary. 


The pneumatic drills have 
been busy... and noisy. 
And the concrete mixers 
...and the hammering and 
the sawing and the nailing. 


We've been working under 
difficulties ... but we've 
moved right along, and 
weve having one of our 
best years, both in Indus- 
trial and Ordinary, with 
total life insurance in force 
well over eight hundred 
million dollars. 
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Home Life’s Average Policy —Highest for 
the 4th Successive Year... 
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Fe the fourth year in succession, Home Life’s aver- 
age policy in 1940 was the highest among all large 
North American companies. Reason P—A decision by 








the management in 1927 that the Company’s great op- 
portunity for usefulness to the insuring public—and 





for the advancement of those associated with Home 
Life—lay in becoming a QUALITY rather than a 





QUANTITY organization. Following this decision 
came Home Life’s development of Planned Estates 














Service and its specialization on the Preferred risk. 
Because Home Life has adhered to this policy through 
the cooperation of carefully-chosen, thoroughly- 
trained representatives, the size of its average policy 
has climbed steadily to reach 1940’s record high of 

















$6,170. Naturally enough, this concentrated effort to become a Quality organization has made it 


possible for the career-building modern life underwriter to find 


in Home Life’s objectives and 


resulting high average policy a splendid means of coping with today’s conditions. To these men 
who have so faithfully cooperated with the Company’s plans, our sincerest congratulations! 


Home Lire INsurANCE Co. 


256 Broadway, New York, N. Y. 


ETHELBERT IDE LOW, Chairman of the Board 
WILLIAM P. WORTHINGTON, Vice Pres. and Supt. 


JAMES A. FULTON, President 


of Agencies 
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Honor Equitable of Iowa Leaders 





H. LOREE HARVEY 


BANFF, ALBERTA—H. Loree Har- 
vey, Kalamazoo, Mich., was named to 
the 1941 Hall of Honor, highest honor 
attainable by an agent, and F. W. Os- 
mundson, Mason City, Ia., general agent 
was presented the “Master Agency 
Builder” award at the annual gathering 
of the production clubs of Equitable of 
Iowa here. Mr. Harvey has earned un- 
interrupted annual memberships for 
every production club convention since 
he became an agent 17 years ago. He is 
the only chartered life underwriter in 
Kalamazoo, and when he started in the 
business he was the youngest licensed 














F. W. OSMUNDSON 


life agent in the state. Mr. Harvey 
was recently elected president of the 
Michigan Association of Life Under- 
writers. 

Mr. Osmundson’s award is the high- 
est honor that can be conferred upon an 
Equitable of Iowa general agent and it 
reflects pre-eminence in organization, 
production, conservation, average size 
policy and other major factors of 
agency building. 

Mr. Osmundson, a native of Iowa, be- 
came an agent for the Equitable in 1924. 
In 1930 he was appointed supervisor for 
Mason City and in 1933 general agent. 








Travelers Bill Now 
Up to Governor 


The Illinois legislature passed what is 
commonly known as the Travelers bill 
and it is now before Governor Green for 
action, the general opinion being that he 
will sign it. It provides in effect that a 
company that has been transacting life 
and accident and other classes of insur- 
ance as well for the last 10 years shall 
continue to be authorized to transact 
these classes. The Travelers writes life, 
accident, health, workmen’s compensa- 
tion and auto liability. 

The Illinois insurance code which 
went in effect July 1, 1937, contained a 
provision prohibiting a company writing 
life, accident and health from writing 
any other type of insurance business 
under one charter. A maximum grace 
period of six years was given for a com- 
pany to get in line. This would make 
the clearance effective in 1943. The 
Travelers is the only company affected 
by the code rule. It provided for a 
three years’ grace period and renewal at 
the discretion of the insurance depart- 
ment. 

One of the features of this bill while 
being considered in the legislature was 
the letter sent to legislators by former 
Insurance Director Ernest Palmer ex- 
pressing disapproval of it. 





Burson Is National President 


The Life Agency Cashiers Association 
of Rochester, N. Y., has elected Roland 
J. Burson, Massachusetts Mutual Life, 
president of the National Life Agency 
Cashiers Association. The Rochester 
association, through its activities during 
the past year, won the privilege of hav- 
ing the national headquarters in its 
city, as well as the privilege of electing 
officers to head the national organiza- 
tion. 


Get-Together at Cuba, Mo. 


The annual get-together of the Mis- 
sissippi Valley division of the North 
American Life of Chicago, headed by 
Gregory L. O’Shea, will be held at 
Bird’s Nest Lodge, Cuba, Mo., July 16- 
17. Officials from the home office will 
be in attendance, 


Lincoln National 
Meets in Colorado 


The western regional convention of 
Lincoln National Life was held at Colo- 
rado Springs, Colorado, with 150 star 
salesmen and officials in attendance. 

The three-day session opened with an 
address of welcome by Dern, 
vice-president and director of agencies. 
Arthur F. Hall, chairman of the board, 
then discussed the company’s invest- 
ment practices. A. McAndless, 
president, outlined the company’s re- 
cent development of participating poli- 
cies and current trends in interest rates. 
In connection with participating insur- 
ance, S. C. Kattell, secretary and actu- 
ary, discussed “Premium Rates and 
Dividends.” 

The second day’s session was devoted 
to round table discussions under the di- 
rection of C. F. Cross, second vice- 
president and manager of agencies. 
Subjects were: participating insurance, 
Prospecting, mortgage redemption in- 
surance, objections and closing, business 
insurance, programming, low cost plans, 
and salary savings franchises.. 

Mr. Dern presided at the banquet and 
presented awards to officers of the pro- 
duction clubs and to others who had 
made outstanding sales achievements. 
Featured speaker at the banquet was 
M. S. Rice of the Metropolitan Method- 
ist Church of Detroit. 

Mr. Dern presided over the final ses- 
sion. An “Information, Please” pro- 
gram was presented at which questions 
contributed by agents were answered. 
The board of experts consisted of Ms. 
McAndless, Mr. Kattel, Mr. Dern, Dr. 
W. E. Thornton, second vice-president 
and medical director; D. Semans, 
chief underwriter, and W. T. Plogs- 
terth, director of field service. Guest 
speaker at the session was B. C. Nel- 
son, Northwestern Mutual Life, Mil- 
waukee. 





For 260 consecutive weeks Carlo J. 
Sposito of the National Life of Ver- 
mont in Portland, Ore., has written at 
least one application. He has led the 
William J. Smith general agency for 
five years. 


AGL) 
IO 


QUIZ 
No. 


QUERY : What life insur- 
ance company, long 
prominent in the non-par- 
ticipating field, now offers 
an attractive line of low 
net cost participating 
policies ? 


COMMENT: Some like 
participating . . . Some like 
guaranteed cost . . . The 
Continental Assurance 
agent need not argue... 
he has both . . . whether 
it’s par or non-par, he can 
compete successfully. 


f/f 











ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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¥%& The life underwriter earns his livelihood by 
convincing others of the need for protection. 
There is an important kind of protection he 
can acquire for himself . . protection against 
diminishing commission income. To do this 
he must be alert to changing sales trends. 


The Etna Life Insurance School offers a time- 
ly course in planned salesmanship that enables 
‘Etna Life salesmen—new or established —to 





become proficient in the practice of the latest 
field-tested life insurance sales techniques. 





The next five-week session begins on July 28, 1941 


Write to the ATNA LIFE INSURANCE SCHOOL . HARTFORD, CONNECTICUT /or booklet. 
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New President of 
Detroit Managers Group 





S. W. Ryan, the newly elected presi- 
dent of the Associated Life General 
Agents & Managers of Detroit, is gen- 
eral agent of Penn Mutual. He served 








Ss. W. RYAN 


as vice-president last year, and suc- 
ceeds Machum, Manufacturers 
Life, as head of the group. J. B. Ames, 
Lincoln National, is vice-president and 
G. M. Reem, Guardian Life, treasurer, 
succeeding W S. Reeve, Union Central. 
H. B. Thompson continues as secretary- 
counsel. 








Keystone Advertisers Get 
Pointers on Conventions 


Though it is not necessary to decide 
on a convention site before the qualifica- 
tion period begins, it is much better for 
the agent to know in advance where the 
convention will be held so that he may 
have additional incentive to qualify, 
Leonard C. Kiesling, agency assistant 
Continental American Life, told the 
Keystone group of the Life Insurance 
Advertisers Association. A satisfactory 
company convention should last about 
three days. 

Mr. Kiesling urged, wherever possible, 
that some of each convention be de- 
voted to pleasure, stating that this will 
make for a better attendance. The 
question of whether the agents should 
be permitted to bring guests at the 
guests expense raised comment from the 
floor, with opinion on the matter di- 
vided. E, Paul Huttinger, second vice- 
president of Penn Mutual, told of the 
success his company.had had in holding 
special business meetings for wives. 
_C. Sumner Davis, editor of publica- 
tions Provident Mutual Life and presi- 
dent of the Life Insurance Advertisers 
Association, gave a complete report of 
the southern round table meeting which 
he attended. Carleton C. Loeble, Pres- 
byterian Ministers’ Fund, presided and 
welcomed as new members Warren 
Howe, Continental American, and AI- 
bert Randolph, Penn Mutual. 





Smyth Chosen Hartford President 


Harold Smyth, general agent for Na- 
tional Life of Vermont, has been elected 
president of the Hartford association. 
Mr. Smyth is a former president of the 
Hartford General Agents & Managers 
Association and has been in his present 
post since 1936. 

Frank Alberts, Connecticut General, 
was elected first vice-president; Thomas 
Hensey, manager John Hancock, second 
vice-presidentt, and Hollis L. Woods, 
general agent Mutual Benefit, secretary- 
treasurer. 

Directors elected were: Fiske Ventres, 
Fidelity Mutual; Elliott M. Litell, Met- 
ropolitan, and Mr. Alberts. 





Annuity Premiums 
Subject to Mo. Tax 


JEFFERSON CITY, MO. — The 
Missouri supreme court this week held 
that foreign life companies licensed to 
do business in Missouri must pay the 
state’s 2 percent premium tax on annuity 
contract payments. 

The decision was handed down in 
a test case involving a 1936 assessment 
of $4,135 by the state insurance de- 
partment against Aetna Life. The 
court held that the law imposing the 
two percent tax on the premiums of for- 
eign insurance companies collected in 
Missouri clearly places the levy on an- 
nuity premiums. All the justices of the 
court concurred in the ruling. 

The court pointed out that Aetiia Life 
had paid such a tax on its annuity pre- 
miums in Louisiana, Illinois and Iowa 
prior to the first assessment by Mis- 
souri in 1936, and that the company at 
the time was charging the same rates 
for annuity insurance in those states 
as it charged in Missouri. It therefore 
collected from Missourians such a two 
percent premium charge on annuities, 
which it retained. 

The insurance department indicated 
that the total annuity tax for 1936 for 
all companies was around $212,000, 
while the total for 1936 to 1940, inclu- 
Sive, was about $995,000. The compa- 
nies have not been paying the tax on 
their annuity business in Missouri 
pending the outcome of the Aetna Life 
case. 

Last week the Kansas high court held 
that annuity premiums collected in that 
state are subject to the two percent 
premium tax. 





Franklin Life Agents 
Stage Drive for Olive 


A special three-day drive was dedi- 
cated by Franklin Life to honor W. J. 
Olive of Holland, Mich., oldest in 
service of its active agents, who cele- 
brated his 38th Franklin anniversary 


July 1. +0! : . 
Mr. Olive has inspired his associates 
with much of his own enthusiasm. 


They, in turn, honored him by send- 
ing to the home office, on the days of 
the drive, scores of greeting cards pay- 
ing tribute to the job he has done. Each 
card recorded business written in his 
honor. 

Mr. Olive never loses sight of the 
fact that the element of human service 
is the most important in the sale of life 
insurance. He has established a great 
record of persistence of business be- 
cause he has been determined that every 
dollar of insurance should accomplish 
the purpose for which it was bought. 
Perhaps the best way to describe his 
attitude is to quote his own letter 
about his anniversary: 

“On July 1, 38 years ago, I wrote my 
first Franklin policy. It was an en- 
dowment on my own life, and I wore 
it out carrying it around to show peo- 
ple what I thought of the company I 
had recently gone with. 

“Only three years ago I took out a 
10-pay life to make up for some of my 
losses in other investments, and that 
is also a valuable asset.” 

Approximately $2,500,000 has been 
paid by Franklin Life to policyholders 
and beneficiaries on business written by 
Mr. Olive and his organization and 
more than $5,600,000 of Franklin insur- 
ance is now in force in his community 
due to his efforts. 

Mr. Olive celebrated his anniversary 
by going out to make a record during 
June, and made one, when he and his 
agents wrote over 250 percent of a siz- 
able agency quota. 


Wilson and Reed Overlooked 


The names of Tom Reed and Hawley 
Wilson, through oversight on the part 
of H. K. Nickell, chairman of the Mil- 
lion Dollar Round Table, were not in- 
cluded in the list of life and qualifying 








members of the round table for the pres- 
ent year, which was recently published. 
Mr. Wilson is a life member, and Mr. 
Reed is a life and qualifying member 
for the fourth successive year. 

Mr. Wilson is Oklahoma City general 
agent of Massachusetts Mutual and Mr. 
Reed is personal producer for Great 
Southern Life. He is a candidate for 
trustee of the National Association of 
Life Underwriters. 





Tyson Heads Richmond Managers 


J. W. Tyson, general agent Massa- 
chusetts Mutual Life, has been elected 
president of the Life Agency Manag- 
ers, Inc., of Richmond, Va. J. : 
Hood, Union Central, is vice-president; 
G. T. Bryson, Sun Life of Canada, sec- 
retary-treasurer. These officers were 
chosen by directors elected at the an- 


nual meeting. New members of the 
executive committee are: G. W. Diggs, 
Penn Mutual; Spiller Hicks, Provident 
Mutual. 


Cal. Tax Change Up to Voters 


LOS ANGELE S—Constitutional 
Amendment 53, which was passed by 
the legislature and signed by Governor 
Olson, will be on the 1942 general elec- 
tion ballot for final approval by the vot- 
ers. 

It is the measure providing for a new 
schedule of gross premium taxation for 
insurance companies. Starting in 1943, 
providing the amendment is ratified, the 
insurers will be permitted to reduce their 
taxes from 2.55 percent until they reach 
2.35 percent in 1947. At the same time 
the allowable offset for payment of real 
estate taxes would be reduced from 75 
percent in 1943 to 15 percent in 1946. 
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Design : fre Carnings ..-- 


By a proper coordination in the use of sales tools, 
which favors no one approach to the exclusion of others, 
Connecticut General is able to back up its agency force 
with an unusually well-thought out, forward-looking 


program of sales builders . 


direct mail, publica- 


tion advertising, information-giving Home Office pub- 
lications and bulletins, all interrelated to give maximum 
effectiveness in helping the man in the field do his 


selling. 


By keeping in close personal touch with the men in 
the field, by operating with an open mind, flexible to 
swiftly changing conditions, Connecticut General keeps 
its advertising and sales promotion efforts up-to-date, 
effective in their approach to today’s needs in selling. 


This is an important strength of Connecticut Gen- 
eral, a strength that means a great deal to the man 
‘out front”’ selling any product or service. 
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Sellers’ Market 
May Aid Recruiting 


General Agents Eye Sales- 
man Facing Curtailed 
Deliveries in Commodities 


The present sellers’ market in which 
manufacturers are unable to keep up 
with sales demand, presents an oppor- 
tunity to attract salesmen to the life 
insurance business who are discontent 
over the difficulties of curtailed deliv- 
eries. Pressure of the defense produc- 
tion and priority buying is just begin- 
ning to be felt so that the recruiting 
opportunities offered are just beginning 
to ripen. 

The effect of the huge government 
purchases for defense needs is being felt 
in nearly all lines, not exclusively in war 
materials. Inability of salesmen to de- 
liver goods makes them discontented, 
not only because it affects their earn- 
ings but disgruntled customers create 
disagreeable situations. Even when 
salesmen are being carried for the dura- 
tion, they are not likely to have any 
increase in income. Some salesmen are 
being shifted to other departments, but 
this will obviously be limited as some 
are not particularly qualified to do other 
work. 


Difficulties to Consider 


General agents watching the oppor- 
tunities for recruiting these men recog- 
nize that there are difficulties to over- 
come. Salesmen tend to prefer to stay 
in the line of which they have technical 
knowledge. However, salesmen in other 
lines usually make good life insurance 
agents because they are used to con- 
tacting people. ‘Their former contacts 
also make good prospects in getting 
them started in life insurance. 

Although non-defense production of 
aluminum and other metal products has 
already been curtailed, tax plans are be- 
ing made to curb luxury commodity 
sales. It has already been announced 
that automobile production in 1942 will 
be cut considerably and to curtail the 
demand for cars a 20 percent tax levy 
is suggested. This sales field does not 
offer much opportunity for recruits as 
general agents are not very enthusiastic 
about automobile salesmen as prospec- 
tive life agents. However, other luxury 
products are likely to be taxed heavily 
to curtail sales. Leon Henderson, de- 
fense price administrator, has suggested 
that heavy taxes be levied on sales of 
watches, clocks, phonographs, radios, re- 
frigerators and automobile accessories. 


Can Deliver What Is Sold 


Although sales conditions in life in- 
surance are far from ideal, life insurance 
men can deliver what is sold, except in 
a few cases of rejected risks. Life men 
are hindered somewhat by the uncer- 
tainty that prevails in the public mind 
and there is a tendency not to spend 
available money because of the inevi- 
table income tax increase. On the other 
hand, the tax increase will make it more 
and more difficult for men to create an 
estate through savings and the emphasis 
will be placed on life insurance as the 
only method of providing security for 
the family. 


Guardian Life Students Advance 


Award of a fellowship in the Life 
Office Management Association has been 
received by Miss Sophie I. Bulow, who 
heads the policy section at the home of- 
fice of Guardian Life. 

In addition, candidates for qualifica- 
tion for Actuarial Society of America 
awards included Edward C. Zeiger, who 
completed one of the three examinations 
leading to a fellowship, and Charles B. 
English, Jr., Philip DiSalvatore, and 
Eugene F. Dorfman, all of whom passed 
one or more of the examinations leading 
to qualification as Associate of the So- 
ciety. All four men are members of 
the actuarial department of Guardian. 





National Life Officer 
on Fire Insurer Board 


















EDWARD D. FIELD 


Edward D. Field, vice-president of 
National Life, has been elected a direc- 
tor of Vermont Mutual Fire, close neigh- 
bor of National Life. The fire company, 
which is 113 years old, has as its home 
office a building in which National Life, 
in its infancy, rented home office space, 
and the first president of Vermont Mu- 


‘tual Fire, Daniel Baldwin, was the first 


policyholder in National Life when it 
began business in 1850. Mr. Field is the 
first officer of National Life ever to be 
called to sit on the fire company board. 








Confer on State Deposits 
of Fidelity Association 


A Rg ne was held in Charleston, 
W. ., this week to discuss what dis- 
hanks shall be made of the deposits 
of Fidelity Investment Association (Fi- 
delity Assurance Association) of Wheel- 
ing, W. Va., in the various states in 
which it operated. Federal Judge 
Moore called the conference of repre- 
sentatives of the state governments of 
10 or 11 states. Under the state re- 
ceivership, the intention was to regard 
the state deposits as being ear marked 
for residents in those states but when 
the federal court assumed jurisdiction, 
it sought to round up the deposits for 
general purposes. Judge Moore the 
other day gave the Wisconsin banking 
commission the right to intervene in 
the proceedings in his court for the pro- 
tection of Wisconsin investors. Fidelity 
had a deposit of $2,606,883 in Wiscon- 
sin and that state is fighting against 
releasing the deposit. 

The Wisconsin petition contended 
that Fidelity is now chartered as an 
insurance corporation in West Virginia 
and therefore is not a _ corporation 
which could be adjudged a bankrupt un- 
der the bankruptcy act and is not a 
corporation which could be reorganized 
under the provisions of Chapter 10 of 
the federal bankruptcy act and hence 
the federal court lacks jurisdiction. 


Educational Fund Policies 


The Equitable Society reviews its ed- 
ucational fund payments during the col- 
lege years just closed, showing that a 
number of students were assisted 
through college on policies previously 
taken out by parents for educational pur- 
poses. The Equitable introduced its ed- 
ucational fund agreement over 20 years 
ago. The review shows 100 or more 





_instances where college age students 


named as beneficiaries received the ben- 
efits provided by these policies. 





The annual outing of home office em- 
ployes of the Mutual Benefit Life will 
be held July 17 at Jones Beach, L. I. 
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CC It is our objective to provide our 
field representatives with all 
necessary tools, tangible and 
intangible, with which successis 


achieved in insurance selling. 99 


WALTER W. HEAD, President 
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You couldn’t sell an airplane propeller 
to a farmer who wants a tractor wheel. 


He doesn’t NEED it! 


That there is a need for MULTIPLE 
PROTECTION is proved by the fact 
that 205 of the new General American 
Life MULTIPLE PROTECTION con- 
tracts — totaling $907,500, with an 
average policy of $4,427.00— have 
been sold by our agents since its in- 


troduction. 


Investigate! Learn for yourself 
about this new contract and why it 
is so easy to sell. Write J. T. Lynn, 


Vice-President. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


St. Louis, Missouri 


MULTIPLE LINES: Participating « Non-Participating ¢ Salary Savings « Juvenile « Sub- 
Standard e Annuities « C and Health and Hospitalization « Group Life 
Wholesale Insurance e Group Accident and Sick e Group Accidental Death and Dismem- 
berment e Employee and Dependents Group Hospitalization with Surgical Procedure Benefits 
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General American 
Convenes at Banff 


The annual production clubs’ conven- 
tion of General American Life was held 
at Banff, Canada. Officers of the clubs 
were elected as follows: President’s 
Club: Dilworth E. Brown, Pittsburgh, 
president; Blanche K. Brown, Pitts- 
burgh, first vice-president; Fred F. 
Sale, St. Louis, second vice-president. 
Leadership Club: Thomas J. Farris, St. 
Louis, president; J. R. Underwood, 
Corpus Christi, first vice-president; R. 
L. Cameron, San Antonio, second vice- 
president. : 

Attending were more than 130 Gen- 
eral American officers and representa- 
tives, and their wives, from the 25 
states in which the company Operates. 
Entertainment features and sight-seeing 
trips were provided. The business ses- 
sions were presented by Leon Gilbert 
Simon of New York, writer and speaker 
on life insurance. 

In the concluding session of the con- 
vention, Walter W. Head, president, 
announced that the 1942 convention 
would be in St. Louis, the home office 
city. 


Prepare for New Book of Values 


Superintendent Pink of New York, as 
chairman of the committee on valuation 
of securities other than real estate of 
the insurance commissioners association, 
has now furnished insurers with instruc- 
tions for reporting to Moody’s Investors 
Service a list of bonds and _ stocks 
acquired by each company this year to 
date. The companies are asked to ex- 
clude from such list, however, those 
issues which appeared in the last associa- 
tion book of security values. Moody’s In- 
vestors Service will again prepare the 
new valuation book. The companies are 
instructed during the remainder of 1941 
to send as soon as possible after the 
end of each month a list of acquisitions 
to Moody’s Investors Service and also 
a description of any bonds or stocks 
that were held at the end of 1940 which 
were not listed in the last association 
book and a list of any state and munici- 
pal bonds in the United States and 
Canada which are now in default as to 
principal or interest together with the 
date of default. 








Hampton to Empire State 


As part of its expansion program Em- 
pire State Mutual Life of Jamestown, 
N. Y., has appointed James Hampton as 
superintendent of agents. He is resign- 
ing as superintendent of agents of the 
disability division of Continental Cas- 
ualty at the home office. With the Em- 
pire he will make his headquarters at the 
New York City office, 9 Park Place. His 
immediate assigniment will be to build 
up the accident and health production of 
the company throughout the territory it 
operates. 

He has been with Continental Cas- 
ualty since 1923, serving as manager in 
Boston, agency organizer in the east, 
central west and Pacific Coast and last 
November was made superintendent of 
agents to succeed J. M. Smith, who had 
just been elected vice-president of the 
company in charge of all accident and 
health production. 





Honor Officer in Navy 


The Suwanee Life is holding a pros- 
pecting month campaign in honor of J. 
R. Anthony, Jr., secretary-treasurer, 
who has been in active service since 
last October as a lieutenant in the 
navy, Stationed at the naval reserve 
armory in Jacksonville, Fla. 





Form Los Angeles Trust Council 


A Life Underwriters & Trust Council 
has been formed at Los Angeles. Mil- 
lar W. Hickox has been elected presi- 
dent; L. N. Woodward, Bank of Amer- 
ica National Trust & Savings Associa- 
tion, vice-president, and Weymouth L, 
Murrell, Mutual Benefit Life, secretary- 
treasurer. This is the first organization 
of the-kind in California. 








Companies Beneficiaries 
of Crop Control Program 


WASHINGTON—Largest in- 
dividual payments by the U. S. de- 
partment of agriculture on the 
1989 crop control program went 
to insurance companies. Pruden- 
tial received $133,191, the largest, 
and Metropolitan $96,332, the sec- 
ond largest. Federal land banks 
received large individual pay- 
ments. However, less than 1 per- 
cent of the operators who cooper- 
ated on the farm program received 
more than $1,000. 








New York Guaranty Fund Is 
Set Up with Pink Chairman 


Deputy Thomas J. Cullen of the New 
York department was elected vice-chair- 
man of the Life Insurance Guaranty 
Corporation at its organization meeting, 
Superintendent Pink being chairman ex- 
officio. 

Other officers elected are: Louis W. 
Dawson, vice-president of Mutual Life, 
treasurer; Sterling Pierson, counsel of 
Equitable Society, secretary, and D. F. 
Broderick, chief of the New York de- 
partment’s life bureau, assistant secre- 
tary. 


Purpose of Corporation 


The corporation, created at the recent 
legislative session, is authorized to guar- 
antee policyholders of domestic compa- 
nies against loss of death benefits 
through company failure, other domestic 
companies being assessed to make good 
such losses up to an aggregate amount 
of $25,000,000. Guaranty of other ben- 
efits is optional, 


Service Life Loses Cal. License 


LOS ANGELES — Commissioner 
Caminetti has denied the application of 
Service Life of Omaha for a renewal of 
its certificate of authority to transact 
life insurance business in California, 
and has so notified the company and 
the Nebraska department. 


ATTITUDE IN NEBRASKA 


LINCOLN, NEB.—Insurance Direc- 
tor Fraizer of Nebraska stated that he 
had issued licenses several days ago to 
both the Pacific Mutual Life and the 
Occidental Life of Los Angeles. Dur- 
ing his absence at the convention of the 
insurance commissioners these renewals 
had been held up because of complica- 
tions arising out of the Service Life 
controversy, but at no time have com- 
pany agents been barred from doing 
business. Mr. Fraizer said the dispute 
is now completely at an end. 





Huge Group Retirement Annuity 


LOS ANGELES—One of the largest 
group retirement annuities on record 
has been written by the Pacific Mutual 
Life and the Metropolitan Life on em- 
ployes of the Southern California Edi- 
son Company. The annual premium is 
approximately $400,000. Employes will 
contribute to the annuity fund on a slid- 
ing scale basis with the company con- 
tributing in each case an amount sub- 
stantially greater than the individual 
employe’s contribution. More than 90 
percent of the 4,250 employes eligible 
have been enrolled. 





Clyde J. Manion of the R. M. Ryan 
agency of Equitable Society, Detroit, 
former major league baseball player, has 
produced more than $250,000 of in- 
surance a year since joining Equitable’s 
full time staff in 1934. His record so 
far indicates that 1941 will be his best 
year as he has already qualified for the 
Quarter Million Club. Mr. Manion 
was a catcher for the Detroit Tigers, 
the St. Louis Browns and the Cincin- 
nati Reds. He is now first vice-presi- 
dent of the Detroit Life Underwriters 
Association. 


Older Salesmen 
Get Good Rating 


NEW YORK—Data tending to give 
new prestige to older salesmen is con- 
tained in a recent issue of 
“Forbes” magazine. An article based 
on a nationwide survey of purchasing 
agents and buyers indicates that among 
the older salesmen there is a higher 
percentage of those ranked as good and 
excellent than among the younger men. 

In the age group 20-30 24 percent 
were rated poor, 44 percent fair, 24 per- 
cent good and 8 percent excellent. In 
the 30-40 group these percentages ran 
15, 21, 45, and 19, respectively. In the 
40-50 group there were fewer “good” 
salesmen but almost twice as many ex- 
cellent salesmen as in the 30 group. The 
percentages ran 11 percent poor, 21 per- 
cent fair, 31 percent good, and 37 per- 
cent excellent. Of the salesmen in the 
550-60 bracket 16 percent were poor, 18 
percent fair, 39 percent good and 27 
percent excellent. 

It will be noted that the survey is 
based upon the men’s current ages, not 
upon the ages at which they were hired. 
It might well be that a considerable 
share of the older men’s success is due 
to their having been taken on at an 


= 


early age and gained valuable experi. 


ence and contacts. 


Another article in the series appear; ] 
in the current “Forbes” lists desirable 


qualities in salesmen most frequently 
mentioned by purchasing agents. The 
nine most frequently given were, in or. 
der of frequency, (1) services account 
well; (2) sticks to business—brief; (3) 
knows his products; (4) knows his 
business; (5) good personality; (6) 
makes good impression; (7) helpful; (8) 
sincere and steady; (9) enthusiastic. 


The nine most disliked traits in sales- > 


men listed by the buyers and purchas. 
ing agents are the following, listed in 
order of their frequency: (1) bad call- 


ing manners; (2) talks too much andf> 


too long; (3) never got down to busi. 
ness; (4) didn’t know his products; (5) 
bad appearance; (6) lacks experience; 
(7) negative attitude; (8) bad breath; 
(9) lacks personality. 


Read Reports 1940 Okla. Results 


Legal reserve, old line life insurance 
in force in Oklahoma Dec. 31,1940, was 
$1,092,940,582, an increase of $13,063,509 
in the year, Commissioner Read re- 
ported. There were 85 old line com- 
panies writing $163,759,307 in the state 
last year, two less than in 1939. The 
new business was $5,339,280 less than in 
1939. 
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HOW TO OPEN 
A LOCKED DOOR 


The key is in the hands of every agent who has Minnesota 
Mutual's Pay-Roll Deduction Plan to offer. Now in opera- 
tion in over 500 firms, the plan makes complete family pro- 
tection and a sound investment program available to all 
employees at practically no cost to the firm. Any type or 
amount of insurance can be purchased, with premiums auto- 
matically met through small monthly payroll deductions. 


Increased employment in many industries has opened up 
new selling possibilities. Take advantage of them now. 


THESE ADDITIONAL ADVANTAGES ARE ENJOYED BY 


A liberal agency contract 

A plan for financing your agency 
Accounting methods to guide you 
Proven plans for finding—training agents 
A liberal financing plan for your agents 
A unique supervisory system 

Organized Selling Plan 

Unusually effective selling equipment 


Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll-Savings, etc. 


Low monthly premiums 


A $240,000,000 Mutual Company, 61! years old, with an 
understanding, cooperative Home Office 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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Banker Cools on Loans 


The attitude of some of the banks 
towards loans on life insurance as col- 
lateral appears to have changed from 
what it was two or three years ago. 
As a sidelight, that may be typical, a 
banker who approached THE NATIONAL 
UNDERWRITER two or three years ago, 
asking for ideas on how to go about 
creating such loans, the other day ex- 
hibited an attitude of marked indiffer- 
ence on the subject. He said that his 
bank now had about $2,000,000 in loans 
outstanding; that the management of 
the bank decided that was about the 
limit in which they are interested, tak- 
ing into account diversity of invest- 
ments. Such loans are now regarded 
as accommodation business. They are 
made for good customers of the bank 
and where there is an opportunity to 
develop some substantial collateral busi- 
ness. “We won't pick up these loans 
off the street,’ this banker declared. 
This particular bank charges 3% per- 
cent on loans over $10,000 and 4 per- 
cent for lesser amounts. 


Must Work Together 


In legislative work it is imperative 
for insurance interests to work together 
in all states. Once proponents of inim- 
ical measures get a foothold in one state 
they seek to extend their influence in 
other states. The Massachusetts savings 
bank life insurance people have been 
testifying at legislative hearings in other 
states while Ohio State workmen’s com- 
pensation fund officials have been lend- 
ing their support to such a measure in 
hearings before the Pennsylvania legis- 
lature. These so called experts from 
other states usually make effective rep- 
resentatives for their cause, even if their 
opinions are biased, and provide more 


ae 


~ 
SN 





legislative 


difficulties for insurance 


watchdogs. 





Frank Inflation Talk 


In radio broadcasts urging the pur- 
chase of defense savings bonds it is in- 
teresting to note that one of the argu- 
ments used is that by saving rather than 
spending money people can help ward 
off inflationary price trends which in 
turn will hinder the defense program. 

Although life agents hear much infla- 
tion talk, they seldom introduce the sub- 
ject. Whether or not these inflation 
warnings over the radio will actually 
help curb wants for luxuries many peo- 
ple can now afford for the first time, 
they may assist in getting people to un- 
derstand what price inflation means and 
help eliminate much of the senseless 
comment on the subject. 





Politicians and Group Cover 


An incident of the early days of group 
insurance brings a smile to those who 
were familiar with the manifold prob- 
lems that presented themselves in those 
times. A group policy was written on 
the members of a fire department in a 
large city. The insurer neglected to in- 
sert a provision that the insurance was 
to be for “active’ members of the de- 
partment and the local politicians began 
to take advantage of the loophole. 
Whenever a politician was close to 
death, he would be enrolled as a member 
of the fire department and would be in- 
sured for $2,000 under the group plan. 
As a result the loss ratio ran about 200 
percent. The insurer finally was able to 
get off the risk when the department 
got mixed up in its bookkeeping and 
failed to remit within the 30 day grace 
period. 








Security Mutual in 
Atlantic City 


“Men have always been willing to 
sacrifice for their families, and now is 
no exception,” President Frederick D. 
Russell told those attending the con- 
vention in Atlantic City of Security 
Mutual Life of Binghamton. 

_“We must sell America, its constitu- 
tion, and its declaration of independ- 
ence so completely to all that they will 
be real zealots of the principles of free- 
dom, peace and democracy, eager to sell 
these ideas to all with whom they come 
in contact. We must teach all that they 
must love America, they must live 
America, and, most of all, they must 
help improve America,” he declared. 

? The theme of the convention was 

Our Market Today.” Superintendent 
of Agencies F. Leon Mable predicted 
that the future market is centered 
among Americans whose earnings are 
between $125 and $300 monthly. Com- 
pany plans to sell intensively in this 
market were outlined. Guest speaker 
was Paul A. Speicher, “Research & 

eview.” 

H. B. Wickes, newly appointed vice- 
President, was introduced by Mr. Rus- 
sell as “one of our partners, a man for 
whom I have been searching several 
years, 

Recognition for achievement was paid 
at a banquet at the opening night of 
the convention. Cited were the Harold 

_Farber agency, Buffalo; Clarence A. 
Stiehm agency, Minneapolis; George 

Dann agency, Binghamton; General 
Agent David T. Hersch, New York 
City: Arthur O. C. Gross, Buffalo; H. 
HS Rosen, Buffalo; David Grossman, 
pee York City; J. H. Farber, New 
— City; Irving Sapowitch, Buffalo; 
coneral Agent George H. Clause, 
pcranton; General Agent Charles B. 

“rwin, Little Rock; General Agent R. 
: Beatty, New York Citv and General 

gent John J. Donigan, Philadelphia. 


N. Y. Society Courses 
Broadened; Laid to Dratt 


One of the main reasons for the pro- 
posed broadening of the educational 
program of the Insurance Society of 
New York is the necessity of providing 
training for those who are replacing in- 
surance workers called to the colors. 
It is reported by A. C. Goerlich, edu- 
cational director, that 73 students with- 
drew from the courses to enter the serv- 
ice last year and many prospective stu- 
dents failed to register because of ex- 
pectation of being called. There is talk 
of instituting courses for women to re- 
place draftees, when the need arises. 
place draftees, when the need arises. 

The inauguration of a two-semester 
system in the school will compress what 
were formerly year courses into one 
semester, with two hours of class work 
each week instead of one. 

A course is to be added for schools 
which is designed to give those teach- 
ing commercial or social science subjects 
a generalized survey of insurance. The 
society will offer for the first time a 
course in reinsurance in response to nu- 
merous requests, the increasing com- 
plexity of the business, the increasingly 
large risks being written and the definite 
movement of the business from Europe 
to the United States. 

A third year course in life insurance 
will be conducted to prepare students for 
the fifth and sixth examinations of the 
Life Office Management Association. 
The courses now offered prepare only 
for the first four examinations ol the 
program. 





Test Suit on Aviation Rider 


ST. PAUL—Arguments are expected 
to be heard early in July in the action 
brought to obtain a declaratory judg- 
ment in the matter involving the use 
of an aviation exclusion rider in Minne- 
sota. This is in the nature of a friendly 
suit to correct a mixup in the passage 
of a bill in the recent legislature which 


permits life companies to write an avia- 
tion exclusion rider. After the question 
of the legality of the new act had been 
raised Commissioner Johnson refused 
to. accept riders and companies decided 
to carry the case into court to deter- 
mine the validity of the act as finally 
signed but which was not in the form 
intended by the legislature. Attorneys 
for the companies are confident the law 
will be sustained. 


New Ohio Licensing System 

COLUMBUS—tThe Ohio department 
will put into effect a new system of issu- 
ing licenses and collection of fees under 
a new law, effective June 30. All licenses 
for the year beginning July 1 and all cer- 
tificates of compliance will be sent to the 
companies and agents June 30. Later 
each will receive a_ bill for those 
licenses, which must be paid by Aug. 1. 
In order that renewal licenses may all 
be sent out June 30, issuing of new 
licenses will be discontinued between 
June 15 and June 30. Cancellations of 
renewal licenses can be made if re- 
quested before June 15. Companies and 
agents will be permitted to send one 
check in payment at the end of each 
month. This will relieve them of mak- 
ing remittances with requisitions. 


More Than 2,000,000 Have 
Seen Two Institute Films 


A total of 672,587 school children have 
seen the Institute of Life Insurance 
films “Yours Truly, Ed Graham” and 
“American Portrait,” helping to make 
the total of 2,056,609 who have viewed 
the films since the first was released in 
August, 1939. This has helped to foster 
a better understanding of the agent. 

“Yours Truly, Ed Graham” has in- 
creased its circulation by 192,881 since 
December to reach a new high of 1,524,- 
811 on May 1. It is estimated that be- 
fore the end of 1941 another 1,000,000 
people will have seen this film. 

“American Portrait,’ which was re- 
leased in March, 1940, already has been 
shown to 531,798 persons, an increase of 
301,627 since the first of the year. 

Non-theatrical audiences which have 
seen the films totaled 1,158,608. Of this 
number 672,587 saw the pictures under 
school auspices. Associations and agents 
brought the film before 390,414 while 
close to 30,000 viewed them at special 
club showings. Audiences owning their 
own equipment totaling about 23,000 
have seen the films and 43,000 have 
seen showings arranged by the YMCA. 





GEORGE WASHINGTON 
NEVER SLEPT HERE! 


Neither did he know, when he appointed 
the first keeper of the light on Portland i 
Head in 1791, that it would still stand to- 
day after weathering North Atlantic gales 
through all the years—a symbol of pro- 
tection and safety to a century and a half 


of seafaring men. 


Nor did he know that it was to serve as 

a fitting symbol for an Insurance Com- 

pany now almost 94 years young—a Com- 

pany whose management is enthusiastic, 

aggressive, and sound—a Company which 

has an ideal about close relationship be- 

tween Home Office and Field—a Company 

which guards jealously those high prin- 

ciples of business practice which repre- 

sent the true spirit and char- 

acter of New England life 
insurance tradition. 
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EDITORIAL COMMENT 





Added Light on the SEC’s Motives 


BerorE the whole matter slips into 
limbo it might be well for the life insur- 
ance business to reappraise the tenor of 
the Securities & Exchange Commis- 
sion’s life insurance investigation in the 
light of numerous bits of evidence that 
have seeped out from behind the 
scenes since the inquiry wound up its 
work. As the inquiry progressed it 
seemed evident that those charged with 
the SEC study were interested mainly 
in reflecting discredit on the companies 
and the institution of life insurance and 
the life insurance business as it is gen- 
erally conducted. 

The impression was strong that this 
was what was being done but nothing 
specific was available to prove that the 
whole thing was a deliberately cooked- 
up job of smearing a great industry for 
an undisclosed purpose. However, from 
what has been learned on good author- 
ity of what went on in the councils of 
the SEC the effort to get damning evi- 
dence against the companies was not 
just the over-zealous work of subordi- 
nates but was the dominating policy of 
those charged with the study. So many 
incidents have been’ recounted of 
strained efforts to use material to pro- 
duce discrediting implications and of 
throwing out bodily anything which 
might reflect credit on the life insurance 
business that there need be no question 
whatever of looking back on the investi- 
gation as a smear campaign aimed at 
federal control. 

This statement does not necessarily 
reflect any discredit upon those running 
the study except to question the sincer- 
ity of those who stated that it would be 
an “objective study.” If the SEC’s idea 
of an impartial investigation was to un- 
cover only the dirt and suppress any- 
thing creditable the only thing that the 
layman can do is to change his ideas 
of impartiality and objectivity. About 
the only thing that can be said in sup- 
port of the study’s impartiality or ob- 
jectivity is that there were quite a few 
items of irrelevant dirt that might have 
been brought in but weren’t. If these 
were omitted out of consideration of 
fairness rather than merely for strategi- 
cal reasons, the SEC should receive full 
credit. 

Perhaps more serious than the SEC’s 
mistaken notion that an investigation is 
synonymous with prosecution is the 
willingness of a government agency to 
pillory a great industry not so much be- 
cause it deserved to be held up to scorn 
but because its pattern was feared to 
conflict with the new deal economic 
theories. The talk made by Stephen M. 


Foster, economic adviser of New York 
Life, at the recent C.L.U. seminar 
throws interesting light on the mental 
processes of the new dealers. His lucid 
exposition of the theories underlying the 
administration’s actions indicated why 
the life insurance business was so bit- 
terly assailed. An account of his talk 
appeared in the June 6 issue and is well 
worth careful study. He proved to be 
an interesting and convincing speaker. 

The theory that is almost a Bible to 
administration economists and on which 
the nation’s economy is more and more 
being operated is that economic difficulty 
is caused by an imbalance between sav- 
ings and outlets, Mr. Foster pointed out. 
According to this theory if savings are 
greater than the outlets the economy 
tends to run downhill while if outlets 
are greater than the savings the econ- 
omy is going to improve except that if 
the outlets get very much ahead of sav- 
ings there is likely to be inflation. 

In the light of this theory the SEC- 
TNEC investigation of life insurance 
takes on a sinister significance. It was 
to be expected that administration econ- 
omists steering the inquiry should have 
emphasized ways in which they felt that 
life company operations might be going 
against the new deal’s pet economic 
theory. The disturbing part of it is 
that, not content with arguing the case 
on its merits, the SEC felt called upon 
to try to discredit the life insurance 
business. 

It looks increasingly as if the life 
companies were smeared not so much 
because the investigators particularly 
thought they deserved smearing but be- 
cause this type of attack would make it 
harder for them to uphold the rightness 
of their operations and particularly their 
investment policy where it conflicted 
with the new deal’s economic theory. 

If this was the real reason for the 
SEC’s smear strategy the necessity for 
building a common defense for life in- 
surance “with both industrial and ordi- 
nary going hand in hand,” which E. B. 
Stevenson, executive vice-president of 
National Life and Accident, stressed at 
the Texas Association of Life Under- 
writers meeting takes on added force. 
If economic theory is the true basis of 
the SEC’s fight on the life companies, 
then it follows that the SEC chose to 
direct its heaviest blasts against indus- 
trial insurance not so much because of 
the need for improvements but because 


it was the point where an attack would - 


arouse the greatest amount of public 
feeling in favor of the government and 


against the companies and so help to 
soften up the entire life insurance busi- 
ness with a view to bringing it more 
closely into line with the new dealers’ 
interpretation of the “savings vs. outlets” 
theory. 

If the life insurance business as a 
whole does not understand that the gov- 


ernmental forces represented by the 
SEC investigation are directed not 
merely against certain industrial insur- 
ance practices but against the conserva. 
tive investment policy characteristic of 
all legal reserve life insurance the re- 
alization may come when it is too late 
to stem the tide. 








PERSONAL SIDE OF THE BUSINESS 





P. K. Lutken, president of Lamar 
Life, has been named chairman of the 
radio defense committee in Mississippi. 
He also was installed last week as 
president of the Jackson (Miss.) Ro- 
tary Club. 

Dr. Charles P. Clark, medical direc- 
tor at the home office of the Mutual 
Benefit Life, has completed 25 years of 
service. 

Fred E. LeLaurin, Aetna Life, has 
beer named chairman of a special asso- 
ciation of commerce committee to study 
and report on life insurance business in 
New Orleans. Others on the commit- 
tee are L. M. Byrd, Ferguson Colcock, 
Howard S. Cox, Frank Friedler and 
Miss B. B. MacFarlane. 

Wooster Gist, head of the Paschall- 
Gist home office general agency of the 
Pacific Mutual Life, Los Angeles, has 
returned to his desk fully recovered 
from a recent operation for gall bladder 
trouble. 

Earl Clark, editor of publications of 
the Occidental Life, was married at his 
former home in Hoisington, Kan., to 
Miss Albertine Putnam of that city. 

Among life insurance men who are 
taking the lead in promoting the sale 
of defense savings bonds and stamps is 
O. J. Arnold, president of Northwest- 
ern National Life. He was elected 
chairman of the Minnesota citizens 
committee of 30 named by Secretary 
of the Treasury Morgenthau. 

T. W. Appleby, president of Ohio Na- 
tional Life, recently received an honor- 
ary degree from Union College, Bar- 
bourville, Ky. 

H. W. Buttolph, treasurer of Ameri- 
can United Life of Indianapolis, who 
has had a prolonged illness, is now able 
to get to the office each day for about 
two hours. 

Claris Adams, president of the Ohio 
State Life, and Mrs. Adams have an- 
nounced the engagement of their bo 
ter, Mary Katherine, to James E. B 
of Grosse Point, Mich., who is with the 
American Automobile in Detroit. 


F. W. Cole, vice-president and gen- 
eral counsel of Travelers, has been 
elected a director of United Aircraft 
Company. 

Deputy Commissioner C. A. Gough of 
New Jersey, who was operated upon last 
week in St. Francis Hospital, Trenton, 
is reported to be “doing nicely.” He 
was taken ill at the close of the com- 
missioners’ convention in Detroit, and 
when he reached Trenton, he was rushed 
to the hospital. He has been with the 
New Jersey department nearly 50 years 
and is one of the best known super- 
visory officials in the country. 

E. G. MacDonald, unit manager of 
Equitable Society, Sheboygan, Wis., has 
been presented a 20-year service certifi- 


cate from the company by E. L. Carson 
Milwaukee manager. Mr. MacDonald 
has long been active in the Sheboygan 
Association of Life Underwriters, and 
was the first president of the Wiscon- 
sin state organization in 1937-38. 


Claude V. Cochran, branch manager 
for General American Life at Kansas 
City, has been installed as president of 
the Breakfast Club there. 


H. S. Wilson, president of the Bank- 
ers Life of Nebraska, has been named 
a member of the executive committee 
region 8 of the Boy Scouts of America, 
a work in which he has been interested 
for years. The district comprises Mis- 
souri, Nebraska, Kansas, Colorado and 
Wyoming. 

Mrs. Mae Barr Long, deputy insur- 
ance commissioner of California, will 
observe her 35th anniversary with the 
department July 12. Mrs. Long has for 
years been an officer and director of 
the California State Employes Federa- 
tion and fellow members of the organ- 
ization are planning a tribute to her 
long career. 

Manuel Grey, who started with the 
West Coast Life in Manila, P. I., as 
a cashier-collector-clerk and who be- 


came the company’s leading producer as [ 


one of the few “million peso” producers 
in the islands, is celebrating his 30th 
anniversary in ‘the business and with the 
company. For many years he has been 
supervisor for the Philippine Islands. 


DEATHS 


James A. Sinclair, 58, district agent 
Bankers Life of Iowa, died at Twin 
Falls, Ida., from heart trouble. He had 
been with "the company since 1931. He 
was a member of the 








President's | 


Premier Club and for two years prior a f 


cum laude member of that club. 

A. B. Westerfield, 49, assistant secre- 
tary of Pan-American Life, died sud- 
denly in New Orleans. 


Mr. Westerfield | ; 


was with the Pan-American for over 29 


years. He was made assistant actuary 


in 1918 and was later appointed assist- - 


ant secretary in charge of new busi- | 


ness and claims. 


J. L. Feibleman, 70, president of the : 


Joseph L. Feibleman Co., 
largest agencies 
Mount Sinai Hospital, New York City, 
after a three weeks’ illness. He was a 
director of the Girard Life and was also 
well known in life insurance circles. 
Mrs. Josephine Leah Douglas, mother 
of President Lewis W. Douglas of Mu- 
tual Life, died last Sunday of pneumonia 
in Los Angeles. Mr. Douglas was at 
his mother’s bedside. Mrs. Douglas was 
the wife of James Stewart Douglas, for- 
mer president of the United Verde Ex- 
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“All right—If I buy that retirement policy, THEN will you leave?” 
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r as Elmer E. Silver, 80, for many years 
ress manager of the Boston office of the 
30th | Union Central Life, and _ previously 
the | general agent of the Equitable Society, 
een | died at his home in Woburn, Mass., 
following an illness of several months. 
__. | He had served as president of the Bos- 
- ton Life Underwriters Association. 
_ | Thomas M. Ryan, 54, general counsel 
| for Peoples Life of Frankfort, Ind., died 
= — at his country home near Frankfort. 
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ei to $8,104,475. The half-year tops all 
> 1939 by $100,000 and is 82.45 percent 
| of the total for all 1940, which was 
$17,159,665. 

Applications received in June aggre- 
gated $3,825,062, an advance of 108.28 
' percent over the June, 1940, total of 
$1,836,798. 








CALLED TO SERVICE 


Maj. Louis W. DeYong, Kansas City 
broker, in the coast artillery since last 
December, has been transferred to Fort 
Leonard Wood, Mo., as public relations 
officer. 

William W. Richardson, Wilbur 
Reeve and Leslie Eames of the home 
office of the Mutual Benefit Life have 
been called to the colors. 

E. W. Folsom, supervisor of the New 
England Mutual’s Florida agency, 
Tampa, has been assigned to ground 
work at the Orlando air base for an 
indefinite period. An infantry officer 
with the rank of captain, he wears the 
wings of the air corps. 

Ensign William D. Grant, son of 

. T. Grant, president of Business 
Men’s Assurance, recently completed 
six months of naval training. He was 
married, and the couple took a honey- 
moon trip before he reported for duty. 
Mr. Grant had completed the course at 
the Wharton School of Finance and had 
spent some time at the home office. 








Convention Dates 


July 14-25, American Life Convention, 
Life Officers Investment Seminar, Indi- 
’ ana University, Bloomington. 

» | July 28-30, Federation of Insurance 
her Counsel, Saranac Inn, N. Y. 
{u- & Sept. 3-5, International Association of 








nia | Insurance Counsel, White Sulphur 
te Springs, W. Va., Greenbrier hotel. 
3° Sept. 8-10—International Claim Asso- 
vas » clation, Atlantic City. Ambassador Hotel. 
> 2 Sept. 15-19—National Association of 
uX- @ Life Underwriters, Cincinnati, Gibson 
— Hotel. 
— Sept. 22-25, National Fraternal Con- 
F gress, San Francisco, St. Francis hotel. 
ON © Sept. 25-27—Institute of Home Office 
AY @ Underwriters, Chicago. Edgewater Beach 
Hotel. 
Sept. 29-Oct. 1—Life Office Manage- 
icee “@) Ment Association, Netherland Plaza, Cin- 
on, cinnati. 


Sept. 29-Oct. 1, Life Advertisers Asso- 
Clation, Hotel Statler, Boston. 
erm | Oct. 6-9, American Life Convention, 
Edgewater Beach Hotel, Chicago. 

November 3-5, Life Insurance Sales 
Research Bureau and Association of Life 
Agency Officers joint meeting, Toronto, 
Royal York Hotel. 

Dec. 8-10, National Association of In- 
Surance Commissioners, mid-winter 
meeting, New York, Hotel Pennsylvania. 
mi. 11-12, Life Presidents Association, 

ew York, Waldorf-Astoria. 













Company Asks Court Rule 


on Distribution of $80,000 


BOSTON—The Massachusetts Mu- 
tual Life has filed a petition in court to 
determine to whom it shall pay the 
proceeds of two life policies for approxi- 
mately $80,000 on the life of the late 
Walter E. O’Hara, former head of the 
Narragansett race track. Mrs. Rose M. 
O’Hara, Providence, R. I., the widow, 
claims the money as custodian of the 
estate appointed by the probate court 
of Providence. M. J. Murphy, Brock- 
ton, claims the money as special ad- 
ministrator. 


Remove Pa. Relief Limit 


The Pennsylvania department of pub- 
lic assistance, at the request of the state 
senate, has removed the $500 limit on 
insurance policies held by persons on 
relief, 

H. L. Russell, secretary of assistance, 
says insurance may be retained in any 
amount, without reduction or cancella- 
tion of the policy, provided the relief 
recipient assigns the part of the policy 
in excess of $500 to the department for 
eventual repayment of assistance. 
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NEWS OF THE COMPANIES 





Given Great-West Agency Posts 








D. E. Kilgour W. A. 

Great-West Life announces several 
changes in the head office agency de- 
partment. 

D. E. Kilgour, former inspector of 
agencies, has been appointed agency as- 
sistant. Mr. Kilgour, who has been as- 
sociated with the sales organization for 
eight years, will have larger responsi- 
bilities. 

W. A. Johnston, former editor of the 
house organ, has been promoted to su- 





Johnston 





Vv. I. Cowie 


pervisor of field service. Mr. Johns- 
ton, who has also been engaged in 
agency affairs for some years, will take 
charge of the planning and operation of 
head office services to agents. 

V. I. Cowie, who has been connected 
with the advertising section of the 
agency department, has been promoted 
to advertising manager. Mr. Cowie 
will now have charge of general ad- 
vertising and publicity. 





Ohio National Plan Well Received 


Stockholders of Ohio National Life 
at a special meeting July 30 will 
vote on the proposed mutualization 
program. The management has planned 
carefully for the change and it has been 
accepted as a particularly logical step 
throughout the field organization in 
view of the fact that Ohio National is 
now writing exclusively participating 
business. Ohio National may take as 
long as 30 years to retire the stock. It 
expects to appropriate no more than 
$170,000 a year for the combined pur- 
pose of paying dividends at the present 
rate on outstanding stock and of retir- 
ing a certain number of shares. The 
dividends paid to stockholders in 1940 





New Director 








A. E. Arscott 


A. E. Arscott, vice-president and 
general manager of the Canadian Bank 
of Commerce, has been elected a direc- 
tor of Canada Life. He served as chair- 
man of the Ontario executive commit- 
tee for the 1941 Victory Loan. 


amounted to $103,553. Ohio National 
intends to pay $40 a share for the stock 
under the program. 


Four Veteran Employes Retire 


The National Life of Des Moines 
honored four retiring employes, F. W. 
Stuart, F. A. Shepard, and E. H. Ruby, 
assistant secretaries, and Miss Tessa 
Douglas, cashier, who had been with 
the company at least 25 years. 


Quits Home Office for Field 


L. C. Bradley, for a number of years 
vice-president and agency director of 
the Fidelity Union Life of Dallas, has 
resigned to become manager of its San 
Antonio agency. 


Spindle Is Educational Director 


T. H. Spindle; a graduate of the New 
York University life insurance school, 
after 16 years as a personal producer 
and agency manager, more recently as 
manager of the Amicable Life in San 
Antonio, covering southwest Texas, has 
been appointed educational director at 
the home office of the company in 
Waco, Tex. 


The Colonial Life has appointed J. E. 
Rayne, Jr., former field man in Eliza- 
beth, J., junior underwriter in the 
medical department at the home office. 


CHICAGO 























WOOD AGENCY IS FAR AHEAD 


The Freeman J. Wood general 
agency of Lincoln National Life in Chi- 
cago was 81 percent ahead of its quota 
in the first five months this year. R. C. 
Fleming was the company leader for 
the club year in number of sales with 
approximately 400 lives insured in the 
year. The Wood agency for the first 
three months of 1941 was 101 percent 
ahead of its quota. In the first half of 
this year it produced and paid for prac- 
tically as much as in all of 1940. 





ROYER AGENCY GAINS STRONG 


The Henry Royer agency of Ohio 
National Life, Chicago, reports a gain 


of 26 percent in written and 61 percent 
in paid business for the first six months 
of 1941. The agency ranks third in 
company production nationwide and the 
two leading producers, Mr. Royer and 
George S. Severance have just returned 
from the Quarter Million Dollar Club 
fishing trip in Canada, sponsored by 
the company. 





INCREASE FOR KLEIN AGENCY 


The A. R. Klein agency of the Home 
Life of New York, in Chicago, finished 
the first six months with a 21 percent 
sales increase. 


ASSOCIATIONS 


Blakeman Is Elected Head 
of Indianapolis Group 


Robert J. Blakeman, Jr., Penn Mu- 
tual Life, was elected president, in the 
mail ballot conducted by the Indian- 
apolis Association of Life Underwrit- 
ers, succeeding O. D. Pritchard, Union 
Central Life, who was elected an hon- 
orary director. Other officers are: 
Vice-presidents, A. L. Bonde, Metro- 
politan, and C. Fred Davis, State Mu- 
tual; secretary, Albert Hermann, John 
Hancock; treasurer, B. A. Burkart, 
John Hancock; national committeeman, 
Eber M. Spence, Provident Mutual. 
Directors are Horace E. Storer, Bank- 
ers of Iowa; Virgil W. Samms, Mutual 
Benefit; Earl T. Bonham, Pacific Mu- 
tual; Guy E. Morrison, Northwest- 
ern Mutual. Frank W. Yarbrough was 
named executive secretary. 














Peoria Silver Anniversary 


The 25th anniversary of the Peoria 
(Ill.) Life Underwriters Association 
was marked by a field day and dinner 
at Shore Acres Country Club. The new 
president is F. E. Cavette, Massachu- 
setts Mutual; first vice-president John 
H. Reno, Equitable Society; second 
vice-president, W. Lee Mullen, Sun 
Life of Canada, and secretary, Oliver 
H. Naffziger, Aetna Life. The presi- 
dent of the general agents and man- 
agers division is James B. Scott, Pru- 
dential; president C.L.U. chapter, Don 
B. Murphy, Mutual Benefit, and na- 
tional committeeman, F. A. Schnell, 
Penn Mutual. 

At the dinner a comedy sketch staged 
by Fred Gedge, Jr.. and James Hack 
made a hic. Five of those who signed 
the orignal petition were honor guests 
at the dinner, they being E. R. Cox, 
and A. E. Warren, Prudential; F. B. 
Chapman and Sam Berkman, Metro- 
politan, and W. S. Cochrane, Mutual 
Benefit. 





Texarkana, Ark.—At the last meeting 
of the year W. E. Hatcher, retiring pres- 
ident, reviewed the work of the past 
year. F. P. Robinson, manager National 
Life & Accident, described the stable 
condition of life insurance business in 
such countries as England, Holland and 
Germany. 

Columbia, S. C.—Fred Hensley, New 
York Life, was elected president; Davant 
Bostic, vice-president, and T. K. Knight, 


‘ secretary-treasurer. William F. Andrews, 


Jefferson Standard Life, Greensboro, N. 
C., was endorsed for National association 
secretary and W. R. Furey, Pittsburgh, 
and W. W. Hartshorn, Hartford, Conn., 
for national trustees. 

J. R. Roseberry, manager Metropolitan 
Life, was made the first honorary mem- 
ber and was presented with a plaque. 
Mr. Roseberry was the first president of 
the South Carolina association. 


Houston, Tex.—These officers were 
elected: President, Roy Cox, Aetna Life; 
vice-president, W. H. Winn, Union Cen- 
tral Life; new directors, Jul Baumann, 
Pacific Mutual Life; A. T. Everett, 
Phoenix Mutual Life, and C. O. Williams, 
Northwestern National Life. 

New Orleans.—Paul J. Gelpi. Jr., has 
been elected president, succeeding Fer- 
guson Colecock. Victor H. Schiro is vice- 
president; Arch Venable, secretary; and 
Charles G. Smithers, treasurer. Direc- 


tors are Colin J. Macdonald, John g 
Watters, and Leonard Dahlman. 

Sioux Falls, S. D.—All officers were re. 
elected: W. K. Beck, president; C. L, 
Hanson, vice-president; and L. P. Zenner, 
secretary-treasurer. 

Jackson, Miss.—W. C. Hester, district 
manager Pan-American Life, has been 
elected president; George Pickett, Reli- 
ance Life, and Homer E. Turner, of 
Lamar Life, vice-presidents, and John 
Hand, North American, secretary. 

Fort Worth, Tex.—J. Harold Sharpe, 
agency manager for Southland Life, was 
elected president; Felix Hargis, vice- 
president, and James A. Leddon, secre. 
tary. 

Hutchinson, Kan.—New officers elected 
are F. H. Bixby, National Life & Acci- 
dent, president; Frank J. Mercer, Farm- 
ers & Bankers, vice-president; Bert §, 
Berry, Travelers, reelected secretary- 
treasurer. 

Pittsburgh — George S. Van Schaick, 
vice-president New York Life, will speak 
at a joint meeting with the Pittsburgh 
chamber of commerce Sept. 11. 

Rochester, N. ¥.— Newly elected officers 
are: Lloyd D. Somers, Northwestern Mu- 
tual, president; John H. Gould, Pruden- 
tial, vice-president; Nelson B. Read, Na- 
tional Life, secretary. 

The present membership is 270. 


C. 1. U. 


New York Chapter Elects 
Spero, Redpath, Others 


Carl M. Spero, independent, was 
elected president of the New York City 
chapter of Chartered Life Underwriters 
at the annual business meeting. Robert 
U. Redpath, Northwestern Mutual, was 
elected executive vice-president; Benja- 
min Salinger, general agent of Mutual 
Benefit Life, educational vice-president; 
Edwin J. Allen, John Hancock, compen- 
dium vice-president; George P. Shoe- 
maker, general agent Provident Mutual, 
secretary, and Karl Kellerman, New 
York Life, treasurer. 

Those on the executive committee in- 
clude Sarah Lewisohn, Massachusetts 
Mutual; J. Fred Speer, Equitable So- 
ciety, who is immediate past president 
of the chapter; J. H. Brady, Home Life; 
Thomas Stanion, New England Mutual, 
and Murray Rudburg, Metropolitan. Re- 
ports of all committees were given. 
Plans of expansion in terms of educa- 
tion were emphasized as the theme of the 
program for the coming year, The next 











meeting of the chapter will be in Sep- | 


tember. 





New Chicago Committees 


Committees were appointed this week 
by Roland D. Hinkle, assistant agency 
manager Equitable Society, 
Chicago C.L.U. chapter. They are: 
Membership, C. E. Smith, Northwest- 


president | 


ELIAS ONS SR ee 


se Asad 





ern Mutual; program, George H. Gruen- : 


del, Mutual Life of New 


ork; educa- 


tion, D. R. Wright, Union Central; at- @ 


tendance, R. C. Carson, Rockwood 
Company (Travelers); fall party, R. J. 
Curry, Aetna Life; publicity, E. S. 
Hewitt. 
Massachusetts Mutual, leads a new 
agency committee which will seek closer 
cooperation and support of agency 
heads. 

The year’s program formulated by 
President Hinkle includes efforts to se- 
cure stronger support of the American 
College’s educational program, and the 
creation of an advisory bureau to en- 
courage the support of agency heads. 

It was voted to waive dues of all 
members while in the country’s service. 
When meetings are resumed in Septem- 
ber, all C.L.U. 
made plans to take parts 1 and 2 of 
the examinations next year will be spe- 
cially honored. H. Walter, Penn 
Mutual, is chapter vice-president, and 
Mr. Smith secretary-treasurer. 





Part IV of the C.L.U. program will 
_o a at the University of Buffalo 
this fall. 


Arch R. Houle, general agent | 
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| Preparedness—Our 
' its theme the As- 
' sociation of Agents 
- of the Northwest- 


ern Mutual Life 
_ will hold its 65th 
| anniversary con- 
vention at the 
home office July 
21-23. Early indi- 


' cations are that a 


_ is in prospect. Last 
' year the registration totaled 1,197. 
_ addition to talks by company executives 
' and outstanding producers, there will be 


July 11, 1941 





LIFE INSURANCE EDITION 


15 








LIFE SALES MEETINGS 





Plans All Set for 
| Northwestern's 
| 65th Annual Parley 


“Personal 
as 


MILWAUKEE — With 
Responsibility” 





record attendance 


B. J. Stumm 


In 


several new features to demonstrate and 


_ dramatize life insurance selling, accord- 


ing to Westley Tuttle, Milwaukee, gen- 


' eral chairman convention committee. 





' ners. 


p ger, 
» speak. 


B. J. Stumm, Aurora, IIl., president 
Association of Agents, will open the 


_ annual meeting. After presenting asso- 


ciation officials and committeemen, as 
well as candidates for next year’s com- 
mittee, Grant L. Hill, director of agen- 
cies, will present production honor win- 
The annual message will be 
given by President M. J. Cleary, fol- 
—— the presentation of executive of- 
cers. 


Lauer to Preside 


Thomas Lauer, Joliet, Ill. associa- 
tion vice-president, will preside at the 
friendship luncheon Monday noon, 


' given for all agents attending their first 


convention, certain honored and_in- 
vited guests, Marathon and 4-L Club 


' members, honor men, production club 
winners, 


and association and agency 
department officials. Ralph Hambur- 
Minneapolis general agent, will 


The first step in the “Success” for- 


4 mula, faith plus action, plus enthusiasm, 
' will be covered at the general session 


‘ | Monday afternoon when “Faith” will be 





7 

ao 
os 
eo 3 
Wie 


ra] 

:*) 

> 

' ‘ 
ae eats pon 









' the basis of talks by Irvin Renfrew, 
' Hutchinson, Kan., district agent, speak- 
' ing on “Opportunities of the Life In- 
' surance Business,” and 
> Nashville, 
> “The 

| Debtor to All Men.” J 
© talks there will be a life insurance skit 


E. T. Proctor, 
agent, discussing 
Underwriter— 
Between these 


general 


Life Insurance 


on the success theme, written by Laf- 
lin Jones, assistant diector of agencies. 
Sterling Youngquist, Columbus, O., will 
be chairman of the session. The dance 
and floor show arranged for the evening 
will be in charge of Stephen Klarer, 
Milwaukee. 


Big Surprise Tuesday 


_ The big surprise of the annual meet- 
ing will take place Tuesday morning, 
devoted to “Why Northwestern?” and 
with Scott M. Burpee, Sioux City, Ia. 
presiding. The program will move 
through eight speakers to a dramatic 
climax. Speaking from the home oftice 
viewpoint will be the following mem- 
bers of the staff: E. G. Fassel, J. A. 
Boyer, G. M. Swanstrom, R. W. Ben- 
ton, H. R. Murphy, Ralph Perry and 
Philip Robinson. The outsider’s view- 
point will be given by Wm. D. Lane, 
Omaha, Neb., manufacturer, member of 
the examining committee of policyhold- 
ers of Northwestern Mutual. 

The program Tuesday afternoon will 
carry out the thought of “Action,” and 
will have as chairman, Aldon N. Smith 
II, Charlotte, N. C. In an “Are You 
Selling?” discussion, agents will cover 
juvenile, women and retirement cover- 
age, social security, salary savings, 
mortgage, professional men, business in- 
surance and programming. On _ the 
panel are Deal Tompkins, Charleston, 
W. Va.; Frederick Lette, Indianapolis; 
W. L. Dunbar, Ft. Wayne, Ind.; Ber- 
nard Darling, Green Bay, Wis.; J. E. 
Ellerbrock, Sibley, Ia.; Dewey Edson, 
Madison, Wis., and Clinton Egbert, 
Kewanee, Ill. In conclusion, Glenn 
Dorr, Hartford general agent, will speak 
of “Present Day Sales Opportunities.” 
Tuesday evening the company will give 
a banquet at the civic auditorium, fea- 
turing an inspirational address by Prof. 
W. H. Kiekhofer, University of Wis- 
consin, and followed by dancing. 


Enthusiasm Is Theme 


Concluding the formula with “Enthu- 
siasm,” the Wednesday morning ses- 
sion will be in charge of John A. Bel- 
lows, Jr., Chicago. F. R. Olsen, 
Minneapolis, will speak on “Enthusiasm 
Unlimited.” 

The association’s business for the 
election of officers and next year’s com- 
mittee will follow. As has been cus- 
tomary, the concluding message will be 
brought by Grant Hill, director of 
agencies. 

Women attending the convention will 
be guests at a reception and luncheon 
at the Wisconsin Club Monday noon, 


followed by a social afternoon of enter- 
tainment. luncheon and _ business 
sesSion will be held Tuesday noon with 
Mrs. Kenneth Snyder, Omaha, as chair- 
man. Speakers will be Mrs. G. W. 
Rudiger, Washington, Ia., and Mrs. F. 
A. Morse, South Bend, Ind., and Her- 
bert L. Cramer, South Bend general 
agent. 

An innovation will be the holding of 
meetings of the general agents, district 
agents and the supervisors’ associations 
on Sunday afternoon, preceding the 
supper and streamlined “dress __ re- 
hearsal” of the program and duties Sun- 
day evening. The special agents group 
will meet at luncheon Tuesday, and 
the district agents and ‘supervisors will 
again meet at the same time. Wednes- 
day morning there will be a North- 
western Half-Million Dollar Club 
breakfast meeting at the University 
Club with Dr. C. E. Albright as chair- 
man. The Northwestern C.L.U. Asso- 
ciation will hold a luncheon followed by 
its annual meeting Wednesday noon, 
with Jesse Elrod, R. & R. Service, as 
speaker. 


Risley Holds Conferences 
in Southern Territory 


Samuel D. Risley, superintendent of 
agencies of the Metropolitan Life in 
southern territory, met in Richmond 
with Virginia managers, assistant man- 
agers and field men for an educational 
conference. More than 175 attended the 
conference. In the party with him from 
the home office were B. L. Church, E. J. 
McCarthy and J. E. Neal, agency super- 
visors; W. J. Robb and C. E. Reyn- 
olds, staff supervisors in the field train- 
ing division, and . F. Eubanks, 
divisional supervisor of the field training 
division, with six members of his staff. 
Members of the party were enroute back 
to New York following a tour of 
southern territory for a series of educa- 
tional conferences. Magruder, 
manager at Richmond, was host to the 
visiting officials while they were in that 
city. 


Utah Agents in Convention 


SALT LAKE CITY—Utah repre- 
sentatives of the United Benefit Life and 
Mutual Benefit Health & Accident, 
numbering close to 60, held their annual 
convention and sales meeting at Brigh- 
ton, Emigration canyon, near here. F. 
E. Walker, president Walker Insurance 
Agency, general agent, presided. Vice- 
president S. C. Carroll made the prin- 
cipal address at the opening session. 
Other speakers included Acting Com- 
missioner Ottosen of Utah and Frank 
Mozley, president Utah Life Under- 
writers Association. 
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LIFE AGENCY CHANGES 


RECORDS 





Sons Join Father 
as Agency Partners 


A new partnership consisting of 
James W. Smither and his_two sons, 
James W. Jr., and Charles G. Smither, 





Charles 


J. W., Sr. J. W., Jr. 
will direct the New Orleans agency of 
Union Central Life. 

The senior Mr. Smither became man- 
ager of the agency in 1913 and has 
raised the business in force from $5,- 
000,000 in 1914 to $29,000,000 in 1941. 
The agency stood fifth in the company 
in paid for business for the first six 
months of 1941. 

Mr. Smither Jr., joined the agency 
after graduation from Washington & 
Lee University. He has been a sub- 
stantial producer in addition to fulfilling 
the duties of assistant manager. Charles 
Smither is a graduate of Tulane Uni- 
versity where he was an outstanding 
scholar and football star. He paid for 
$211,872 worth of business in 1940. 





Warden Assistant Manager at K. C. 


Kiah E. Warden has been appointed 
an assistant manager of the Kansas 
City branch of Connecticut General 
Life. He has been with the office for 
six years and is active in both the ac- 
cident and health and life underwriters 
associations. He is secretary-treasurer 
of the latter. 

A second group man, Bert Quinly, 
has been appointed by the office. 

A district office has been opened at 
Columbia, Mo., in charge of Gaylor 
Rhodes. 





Draper Is San Antonio Manager 


Brice W. Draper, who has had a 
number of years successful experience 
as a personal producer and agency 
manager, has been appointed San An- 
tonio agency manager of United Fi- 
delity Life. 


Made Assistant General Agent 


W. G. Clayton, Amarillo, Tex., agency 
supervisor of the Hill & McKnight 
general agency of Aetna Life, has been 
appointed assistant general agent. He 
is a and has served as vice- 
president of the Texas Association of 
Life Underwriters. 


Krebs Fidelity Mutual Manager 


H. Musser Krebs, who for the past 
six years has represented John Hancock 
in Buffalo, has been appointed manager 
for Fidelity Mutual with offices at 910- 
11 Stock Exchange building. Mr. Krebs 
has spent his entire working life in the 
insurance business, and since 1932 has 
been located in Buffalo. 











Siekkinen to Penn Mutual 


John B. Siekkinen, formerly general 
agent of the Continental American Life 
at Youngstown, O., has been appointed 
district manager of the Penn Mutual 
Life in that city. He is newly-elected 
president of the Youngstown Associa- 
tion of Life Underwriters. 





Acacia Mutual Appointments 


Joseph Prager has been appointed 
manager of Acacia Mutual at Atlantic 


City. Heretofore that office has oper- 
ated under the jurisdiction of the Phila- 
delphia branch with Mr. Prager as unit 
manager. He has been a consistent 
producer. 

Jesse Black has been appointed Phila- 
delphia manager. He has been in sales 
work for nearly 20 years and for more 
than half of that time he has devoted to 
life insurance. He started as an agent 
of the Metropolitan in Philadelphia and 
then became assistant manager. The 
branch had 27 agents and most of the 
time Mr. Black spent in agency de- 
velopment. In 1938 he was transferred 
to Washington as assistant manager in 
a_ large agency with nearly 50 agents. 
He left the Metropolitan to take up a 
rate book for the Acacia Mutual. 





Home Life Opens Branch 
at Charleston, W. Va. 


Home Life of New York has opened 
a branch office in the Atlas building, 
Charleston, W. Va., and appointed W. 





W. BERNARD MADEIRA 


Bernard _ Madeira as manager. This 
office is in addition to the R. A. Bickel 
general agency in Huntington, W. Va. 

Mr. Madeira has been doing personal 
production and supervisory work in the 
Pittsburgh agency. Before joining 
Home Life he had been in life insurance 
for 15 years, after graduating from 
West Virginia University. After sery- 
ice in the world war, he attended 
courses at the University of London. 
In his first seven months with Home 
Life, he qualified for membership in 
the President’s Club. 

Mr. Madeira returns to his home 
community, having been born, reared 
and educated in Charleston. 





Koehler Made Toledo Manager 


The Loyal Protective Life has ap- 
pointed Gerald J. Koehler district man- 
ager at Toledo, O., with offices at 610 
Spitzer building. He was previously 
connected as sales manager in the Cleve- 
land office of Loyal Protective. He has 
made an excellent record as a personal 
producer. 


Name Lucado Oklahoma Manager 

Thornton J. Lucado has been named 
State manager for Oklahoma by Ameri- 
can United Life. Mr. Lucado has been 
engaged in life insurance in the state 
for more than 25 years, both as a per- 
sonal producer and an agency organizer. 





J. P. Watson, Jr., Petersburg, Va., 
has been made field assistant in the 
oo branch office in Richmond, 

a. 


_ J. W. Messerschmidt, who has been 

in the insurance business at Marshfield, 

Wis., for 17 years has resigned as gen- 

eral agent of Wisconsin Life and has 

wt with his family to San Diego, 
al. 


Bankers Life, Ia—The largest June 
business in the last 10 years boosted 
six-month total to 14 percent over the 
first half of 1940. G. S. Nollen’s 15th 
anniversary as president was celebrated 
during the month with sales totaling 
$7,560,851. Business received the last 
day of the month totalled $1j518,400. 
June was the largest President’s month 
since 1931 and the largest month since 
December, 1938. June sales increased 
17.2 percent over June, 1940. W. K. 
Niemann’s Des Moines agency topped 
all agencies for the month. Leading 
producer was W. C. Robinson of Des 
Moines. 

Jefferson Standard Life — Business 
sold during the first half year totaled 
$28,600,000, a gain of 21 percent over 
the first half of 1940. Insurance in 
force as of June 30 was $435,800,000, a 
gain of $13,500,000. The Greensboro 
agency, headed by W. H. Andrews, Jr., 
led all agencies for the first half. L. A. 
DesPland, Fayetteville, N. C., led all 
agents for the first six months. 


State Mutual Life—June was 17th 
month during which the paid produc- 
tion of the same month in the preced- 
ing year was exceeded. The gain in June 
brings to nearly 7 percent the total gain 
for the first half of 1941. State Mu- 
tual now starts working for its 18th 
consecutive monthly gain, and at the 
same time goes into a two months pol- 
icyholders’ service drive which was one 
of the most successful campaigns held 
by the company when it was instituted 
during July and August last year. 


_ California-Western States Life—An 
increase of 57 percent in business writ- 
ten and 36 percent in paid for insur- 
ance was recorded for June. Business 
during the first six months of 1941 is 
32 percent ahead of the period in 1940 
and paid business is 26 percent ahead. 


Group and accident and health show , 
considerable increase over the first half 
of 1940. 


Federal Life—New life insurance 
written the first six months of 1941 wa; 
greater by 23.8 percent than during the 
same period of last year. June was the 
18th consecutive month in which new 
life insurance exceeded the volume oj 
the corresponding month of the’ pre. 
vious year. For the past two year; 
June production has been devoted to 
President L. D. Cavanaugh. Last year 
the June production provided the larges 
single month’s business of 1940, and by 
surpassing that record this year June 
was the best month of 1941 to date, 
The goal for 1941 is an increase of 
approximately 24 percent over last year, 
The production for the first six months 
was less than % percent off schedule, 
and that deficiency, it is expected, will 
be made up during the next two 
months. 


Wisconsin National Life—Life busi- 
ness increased 31.8 percent in June over 
June, 1939; and 11.8 percent for the first 
six months. 

Accident and health business in- 
creased 30.9 percent over the same 
period in 1940, as compared with 8,5 
percent last year. Premium volume in- 


creased $19,366 or 21.9 percent, only : 


$2,500 less than the increase for the en- 
tire year 1940. 


Volunteer State Life paid business for F 
June exceeded that of last year by 5179 


percent. That was Cecil Woods month, & 


honoring the president. 


Home Life—Three agencies in_ the a 


New York area led the company in June fF 


The John C. McNamara and Charles A. 
Finley agencies, New York, and Leo 
Minuskin’s Paterson, N. J., agency had 
the greatest month in June and the 
largest half-year record in their histor- 
ies. 


percent and Minuskin 54.5 percent. 








fo 64 next birthday. 





Basil S. Walsh 
PRESIDENT 


Independence Square 





THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance, 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 


————©) 





A POLICY FOR EVERY PURSE AND PURPOSE 
0: 





Bernard L. Connor 
SECRETARY 


Charles T. Chase 
TREASURER 


Philadelphia, Penna. 




















McNamara showed a 78.2 percent F 
increase for the six months; Finley 17.1} 
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LEGAL RESERVE FRATERNALS 





Washington Congress Elects 
Ivers at Seattle Meeting 


Thomas J. Ivers, state supervisor of 
the Catholic Order of Foresters, was 
chosen president of the Washington 
State Fraternal Congress at the annual 
convention in Seattle. Mrs. Violet Lund- 
stedt, Neighbors of Woodcraft, was 
elected first vice-president; A. W. 
Peeler, Royal Arcanum, second vice- 
president; C. D. Robinson, secretary; 
Dr. Kristian Falkenberg, Sons of Nor- 
way, treasurer; Mrs. Kathryn Bowen, 
Woman’s Benefit, retiring president, 
national delegate, and Mrs. Lois 
Geiser, Degree of Honor, alternate del- 
egate. The congress convened with an 
address by Mrs. Bowen and an address 
of welcome by Earl Millikin, mayor of 
Seattle. Mr. Ivers delivered the re- 
sponse. 

In the afternoon the fraternalists 
heard Thomas R. Heaney, Catholic Or- 
der of Foresters, vice-president National 
Fraternal Congress; Maurice C. Hos- 
kin, secretary California congress; G. 
A. Samuels, president of the Oregon 
congress, and Jerry S. Sayler, super- 
visor of field work, Woodmen of the 
World. 

Speakers at the banquet were C. C. 
Hall, director Woodmen of the World; 
V. A. Meyers, lieutenant-governor of 
Washington, and Howard Le Clair, as- 
sistant insurance commisioner of Wash- 
ington. 


Barnes New Ill. Department 


Fraternal Supervisor 


E. F. Barnes of Urbana, Ill, has 
been appointed fraternal supervisor in 
the Illinois department, succeeding 
Bernard Risse, who resigned in Febru- 
ary to join a Chicago investment 
house. 

Mr. Barnes for 12 years was in the 
trust department of the Commercial 
Trust & Savings Bank of Danville, Ill. 
He served with the medical department 
of the navy during the world war. 

Addison Klophel will continue as as- 
sistant supervisor of the fraternal divi- 
sion. 





Bowles at Virginia Congress 


Commissioner Bowles of Virginia will 
be one of the speakers at the annual 
convention of the Virginia Fraternal 
Congress at Old Point Comfort July 12. 
Another speaker will be E. W. Nichols 
of Richmond, national treasurer of the 
Sons of the American Revolution. Mrs. 
Mabel Geifer of Richmond is president 
of the congress. 


Fraternal’s Funds Released 


PITTSBURGH—The Croatian Fra- 
ternal Union regained full control of 
$12,000,000 of insurance funds tempo- 
rarily frozen by Pittsburgh banks under 
President Roosevelt’s executive order 
tieing up funds of all nations under 
domination of the German government. 

The banks temporarily held the money 
pending negotiations with the treasury 
department. The funds were ordered 
released after John D. Butkovich, presi- 
dent, satisfied authorities that the or- 
ganization was strictly an insurance 
group and had no connection with any 
foreign government. 


J. G. Grundle, Milwaukee, secretary 
Catholic Family Protective, spoke at a 
dinner meeting of the Cudahy, Wis., 
Kiwanis Club which invited as guests 
members of all fraternal organizations 
in the city. 
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Founded 1892 
A Legal Reserve Fraternal Benefit Society 
Bina West Miller 
Supreme 











Heaney Finds Future of 
Fraternals Is Assured 


The future of fraternal life insurance 
is bright, T. R. Heaney, secretary Cath- 
olic Order of Foresters and vice-presi- 
dent National Fraternal Congress, de- 
clared in an article distributed by the 
N. F. C. in its public relations program. 

There are almost 7,000,000 adult mem- 
bers and 1,000,000 juniors, whose more 
than seven billions of insurance is 
backed by over 1% billions of assets, he 
said, and they have in the aggregate tre- 
mendous power and influence. 

Mr. Heaney said the fraternal bene- 
fit institution has come a long way from 
the small beginning represented by the 
first accredited lodge formed in this 
country by John Jordan Upchurch. 
The pioneers had little scientific knowl- 
edge of insurance, and less funds, but 
they laid a foundation that was funda- 
mentally sound. Fraternalism struck “a 
popular chord in the hearts of men” 
and spread country-wide. Of the 207 
societies operating in the United States 
and Canada, Mr. Heaney said, 79 have 
passed the half century mark. They 
survived all the troubles of those times, 
including wars, disasters of fire, flood, 
and storms, and economic depression, 
and have emerged in better financial 
condition and constituting a much more 
stable system of insurance than that 
inaugurated by Upchurch and his asso- 
ciates. They have paid from the begin- 
ning in this country total benefits in 
excess of $6,000,000,000. 

“Their years of successful operation 
have demonstrated that they fulfill a real 
need of our people, and have the esteem 
of the public who have joined in such 
large numbers,’ Mr. Heaney com- 
mented. ‘There is no secret about life 
insurance management. With a stand- 
ard mortality table, careful underwrit- 
ing, sound investments, and honest and 
efficient management, any group of men 
and women who are capable, experienced 
and honest may succeed in that field. 
The fraternal societies have proved that 
they are operating upon proper insur- 
ance lines, and that the men and women 
making up their official staffs have 
shown the integrity and ability required 
for the handling of the great trust com- 
mitted to them.” 

He noted the stabilizing influence of 
the N. F. C. founded in 1886. The 86 
member societies are on the legal re- 
serve basis, are licensed in the states 
where they transact business, and are 
subject to state supervision. 

“During the recent depression not one 





fraternal insurance organization affili- 
ated with the National Fraternal Con- 
gress of America was in financial diffi- 
culties,” Mr. Heaney noted. “All paid 
their obligations when due, and today 
the system enjoys the fullest public con- 
fidence, and the unqualified endorsement 
of the insurance authorities of the na- 
tion” 

He said the fraternals have gone far 
beyond the furnishing of protection. 
Provision is being made for homes for 
aged and orphans, for relief of those 
in distress, for employment bureaus, 
sanitoria, endowed hospital beds and 
educational funds. These beneficial 
activities are costly, but represent an 
invaluable service of fraternalism which 
helps to assure its continuance. 








Texas Legislature Adjourns 


DALLAS—The Texas legislature has 
adjourned. Life bills were enacted: 
providing for indemnity clauses in life 
policies against aviation activities acci- 
dents; writing into the statutes insur- 
ance department’s regulations on indus- 
trial life policies; authorizing companies 
to invest funds in solvent dividend- 
paying Texas corporations; allowing 
Texas life, health and accident in- 
surance companies, organized under 
Article 4752 revised statutes, to write 
insurance outside Texas; protecting 
commissions to life insurance agents on 
renewals in outside companies; defining 
group life insurance; exempting certain 
fraternal beneficiary societies from in- 
surance laws; removing insurance 
agents from unemployment compensa- 
tion tax laws. 





Quake Damages Home Office 


The home office building of the Ben- 
jamin Franklin Life at Santa Barbara, 
Cal., suffered the greatest damage of 
any of the city’s buildings in the earth- 
quake of July 1. The walls were 
cracked and the front showed long 
cracks on both sides of the main en- 
trance. No estimate of the damage has 
yet been made. The company is one of 
the Chapter 9 companies now in the 
hands of Commissioner Caminetti as 
conservator. 





Mich. Actuary in Field Work 

In connection with the reorganization 
of the Michigan department, Wayne W. 
Garnett, actuary has been assigned pri- 
marily to actuarial work in connection 
with field examinations. Whenever oc- 
casion requires, he will receive the aid 
of the assistant actuaries of the depart- 
ment in the field as well as with depart- 
mental work. 



















































51 YEARS 
OLD 
IN JUNE! 


* 


Woodmen of the 
World Life Insur- 
ance Society is one 
of America’s oldest 
fraternal life insur- 
ance societies—and 
the world’s strong- 
est, financially. 


* 


WOODMEN 
OF THE WORLD 


Life Insurance Society 
Home Offices — Omaha, Nebr. 














The 


A. O. U. W. 


of North Dakota 


THE PIONEER OF FRATERNAL 
LEGAL RESERVE SOCIETIES 


Provides All Popular Forms of 
Life and Disability Insurance 


A True Fraternal and a Mutual 
Life Insurance Association 


Home Office—Fargo, N. D. 








WANTED... 


REPRESENTATIVES 
IN YOUR COMMUNITY 


LUTHERAN BROTHERHOOD is 
licensed and operates in 26 states, 
the District of Columbia, and the 
Dominion of Canada. All standard 
forms of Annuities and Life Insur- 
ance Contracts, adult and juvenile, 
are issued. An exclusive field of 
prospects—Lutheran Men, Women, 
and Children. (Representatives must 
be Lutheran.) 

Complete details will be sent on 
receipt of your letter addressed to: 


SUPERINTENDENT 
OF AGENCIES 


LUTHERAN 
BROTHERHOOD 


Legal Reserve Life Insurance for 
Lutherans 
Herman L. Ekern, President 
608 Second Avenue So. Minneapolis, Minnesota 






























































Five Modern Legal 
Reserve Contracts 


@ Ordinary Life 

@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
@ Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

e@e 


Write for particulars to 
PETER F. GILROY, President 


1447 TREMONT PLACE 
DENVER, COLORADO 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Numerous Changes in New 
Southland Life Rate Book 


A new rate book has been issued by 
the Southland Life showing increased 
rates in general on both life plans and 
annuities. The cash refund annuity has 
been withdrawn and the installment re- 
fund annuity substituted. The non-par- 
ticipating ordinary life policy, instead of 
becoming a participating form for its 
face amount at the end of 20 years, now 
provides that at the end of that time it 
may be surrendered in exchange for a 
paid up participating life policy of an 
amount equivalent to the paid up life 
option given in the table of values. 

Retirement income forms have been 
materially simplified by elimination of 
many options available at maturity date 
which actual experience proved were 
not understood by policyholders and 
agents and consequently were confus- 
ing. Two new options have been 
adopted showing the number of addi- 
tional premiums required to be paid on 
limited payment policies to mature poli- 
cies endowments and also the number 
of years endowment and retirement in- 
come policies must be in force before 
the insured may have the option of se- 
lecting paid up life insurance at least 
equal to the face amount of the policy. 

A new double protection policy has 
been added which is a combination of 
the life paid up at age 65 and term to 
age 65 of life amount. 

Endowment policies now contain an 
option by which the insured may at the 
end of the number of Years specified in 
the policy discontinue payment of fur- 
ther premiums and take a paid up pol- 
icy in an amount not less than the face 
amount. 

Convertible term policies are now is- 
sued on 5, 10, 15 and 20 year plans 
with conversion privileges available as 
follows: 5-year term, 5 policy 
years; 10-year term, 10 policy years; 
15-year term, 12 policy years; and 20- 
year term, 16 policy years. 

The amount of insurance purchasable 
by monthly premiums $10 on _ both 
regular and salary savings basis is 
shown alongside of premium rates in 
the new book. 

A digest of the rates on principal 
plans follow: 


Annual Premium Per $1,000 
Non-Participating 


Retire 

Double Inc. 

20 Pro- Paid 20 at 65 

Ord. Pay tection Up Yr. Cont. 
Age Life Life to65 at65 End. Prem. 
20 $13.77 $22.40 $25.58 $14.99 $42.46 $19.09 
25 15.48 24.66 28.72 17.20 42.79 22.47 
30 17.87 27.14 32.96 20.18 43.20 27.35 
35 21.12 30.33 39.14 24.49 44.08 33.67 
40 25.32 34.38 47.78 30.66 45.56 43.28 
45 30.94 39.78 60.00 39.78 47.88 58.29 
50 38.58 46.27 78.78 53.79 51.80 83.97 
55 48.78 5286: .>%. »~... 58.88'186,02 
60 CB.34 GCEBP cicceh 0c es BB.BZ asd 

Participating 

Ord. 20 Pay Ord. 20 Pay 

Age Life Life Age Life Life 
20 $17.21 $26.22 45 $36.89 44.69 
25 19.35 28.53 50 45.74 52.07 
30 22.10 37.35 55 57.93 62.17 
35 25.69 34.81 60 74.90 76.43 
40 30.45 39.12 F aoe 


$10 Monthly Income 


Ceas- Ceas- 
ingat Install. ing at Install. 
Death Refund Age Death Refund 


$ $ 
61 1,524.12 1,842.48 75 928.32 1,306.92 
65 1,344.48 1,685.88 80 748.56 1,131.36 
70 1,128.60 1,492.44 85 592.68 972.00 





Reserve Loan Annuity Rates 


Reserve Loan Life of Texas adopted 
the. 1940 “conference” rates for immedi- 
ate annuities as of July 1. The plans 
issued are life only and cash refund an- 


nuities. Installment refund and joint- 
and-survivor (life only basis) annuity 
rates are quoted upon special request. 





Philadelphia Life Increase 

The Philadelphia Life has increased 
all rates for single premium life and en- 
dowment policies. It is explained that 
this is necessary by the continued low 
interest returns. Premiums paid in ad- 
vance are discounted at 2% percent. 





Two New Juvenile Forms 


The Equitable Society announces two 
additional forms of juvenile policies, 20- 
payment life and 20-payment endow- 
ment, both supplementing the ordinary 
life form. 








Commissioner Reilly of N. J. 
Expected to Be Retained 


NEWARK — Commissioner Reilly 
of New Jersey, whose term expired last 
March, probably will be reappointed by 
Governor Edison, it is reliably reported. 
The opinion is based on the fact that 
Governor Edison has written to Henry 
Morgenthau, Jr., secretary of the Treas- 
ury, requesting approval of Commis- 
sioner Reilly as a liaison officer between 
Washington and Trenton in the matter 
of allocation of defense funds. 

This is an indication that Governor 
Edison plans to retain Mr. Reilly in his 
present post. The commissioner has 
been popular with insurance men and 
they have urged his reappointment. 





American Home Purchases 
Residence for Home Office 


American Home Life has purchased 
a residential landmark in Topeka for 
home office quarters. The building, lo- 
cated at Ninth and Harrison streets, just 
west of the State Capitol, was erected 
at a cost of $90,000 by a local lawyer. 

The structure will be redecorated and 
modernized. The company expects to 
move there from its present location in 
= Crawford building by the end of Oc- 
tober. 





Hoyer Endorsed in Arkansas 


Ralph W. Hoyer, general agent of 
John Hancock at Columbus, Ohio, and 
candidate for trustee of the National 
Association of Life Underwriters, was 
endorsed for that position by the Fort 
Smith (Ark.) Life Underwriters Asso- 
ciation, President Stanley Smithson an- 
nounced. 





Ohio State Contest Winners 


The Ohio State Life has announced 
the winners in the 35th anniversary 
campaign. The agents were divided 
into six groups, with these winners: 1. 
Sam Cytron, St. Louis; S. W. Duke, 
Cincinnati; W. H. Hecht, Celina, O.; 2. 
F. W. Hoch, Marion, O.; D. T. Duga, 
San Francisco; H. A. Darnall, Clarks- 
burg, W. Va.; 3. J. A. Dugan, St. Louis; 
M. C. Gardner, Detroit; M. M. Brown, 
San Antonio; 4. R. W. Law, Chicago; 
E. L. Morgan, Sanford, N. C.; R. R. 
Bush, Marion, 5. Irving Epstein, 
Minneapolis; C. E. Baseler, Marion; 
D. M. Rechel, Beaver Falls, Pa.; 6. T. 
J. Sayre, Columbus; K. L. McMillin, 
Beaver Falls. 

The company’s agency convention 
will be held at White Sulphur Springs, 
W. Va., the last week in July. 





Subscribe now to Accident: & Health 
Review, $2. 175 W. Jackson Blvd., Chi- 
cago. 








Pay $1,000 on Policy 
Lapsed 17 Years Ago 


LOS ANGELES—The Union 
Central has paid an interesting 
claim on the life of a Santa Bar- 
baran who took out a 20-pay 
$1,000 policy. in 1919. Because 
of financial reverses he let the 
policy lapse in 1924. His wife, the 
beneficiary, died the following 
year and the policyholder died in 
1926. Several months ago, an 
heir-hunting shark came to the 
son who resides here, offering to 
see if there was not some insur- 
ance money coming to the son on 
the usual 50-50 basis. How he 
learned of the issuance of the pol- 
icy never has been ascertained. 
The son was wise enough to show 
the shark the door. A reputable 
lawyer was contacted and corre- 
spondence started. As a result 
the son was paid $1,002. 








Canadian Life Companies 
Take Big Block of War Loan 


Insurance companies in Canada, par- 
ticularly the life companies, will, when 
final figures are known, have taken in 
excess of $100,000,000 of Canada’s 600 
million 1941 war loan, or better than 17 
percent. This exceeds an estimate of 
$60,000,000 given at the annual meeting 
of the Canadian Life Insurance Associ- 
ation recently. 

Some of the subscriptions from life 
companies in Canada are: Metropolitan 
Life $20,000,000, Sun Life of Canada 
$20,000,000, Canada Life $10,000,000, 
London Life $10,000,000, Mutual Life 
$10,000,000, Excelsior Life $1,000,000, 
Confederation Life $4,000,000, Dominion 
Life $2,500,000, Crown Life $1,500,000, 
Independent Order of Foresters $670,- 
000, Manufacturers Life $6,000,000, Im- 
perial Life $5,000,000. 





Continental Gets Results 
from Novel Campaign 


Almost 1% tons of candy have been 
given away to members of its Plus Club 
by Continental Assurance in the first 
six months this year. A two-pound 
box of candy is given to each producer 
who shows a plus for the month over 
the month a year ago. In addition, 
those showing an increase in produc- 
tion compete for monthly cash prizes of 
$100, $75 and $50. Then for the whole 
year those with 12 consecutive plus 
months compete for prizes of $250, $150 
and $100. The campaign has resulted 
in a 10 percent increase in the number 
of agents showing increases in their 
production over last year. 





Distribute First Aid Booklets 


TORONTO—The Metropolitan Life 
and the Prudential are instrumental in 
promoting air raid precaution and civil- 
ian defense work in Canada by contrib- 
uting large quantities of their first-aid 
booklets which, in large measure, are 
being used as text books for A. R. P 
workers. 





_ Arthur Burrage Jaquith, an attorney 
in the law department of Prudential, 
and Miss Catherine Van Sickle Budd 
of Chatham, N. J., were married the 
other evening. Mr. Jaquith’s father is 
Dr. Walter A. Jaquith, the well known 
medical director of Columbus Mutual 
Life. Dr. Jaquith was his son’s best 
man at the wedding. Arthur Jaquith 
attended Northwestern University and 
the law schools of Harvard and Colum- 
bia. The bride attended Mills School 
in New York. 





Western Protective Alliance of Los 
Angeles, an unauthorized burial organ- 
ization, has been takenyover by Com- 
missioner Caminetti as conservator 
under a superior court order. 


— Buuld. 


YOUR OWN AGENCY, OR 
BOOST YOUR INCOME . . 


Z 

Hones How: 

e 
The Wisconsin National helps you to 
success and security. It offers a new 
and attractive life agency plan with 
a group of select and salable poli- 
cies—diversified policies—Life, Acci- 
dent and Health. 


Or, you can boost your present in- 
come. The Wisconsin National has 
the policies that will secure increased 
income for you through new business 
as well as renewals. Your commis- 
sions will be most liberal, supple- 
mented by prompt claim service. 


Fer contract and territory in Wis- 
consin, Illinois, Minnesota, Michi- 


gan or Indiana, address Agency 
Manager. 
LIFE s ACCIDENT 


a HEALTH e 


WISCONSIN NATIONAL 


LIFE INSURANCE COMPANY 
OSHKOSH, WISCONSIN 














. . . A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 


CENTRAL LIFE of ILLINOIS 


INVESTIGATE 
TODAY! 


Lentral Life 


INSURANCE COMPANY 


of Illinass 


ALFRED MacARTHUR, PRESIDENT 
211 WEST WACKER DRIVE, CHICAGO 
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Successful Producer Gives 
Fact Finding Approach 


A fact finding approach which has en- 
abled Lowell P. Schwinger, Northwestern 
Mutual, Waterloo, Ia., to write over 100 
lives a year for over $500,000, was pre- 
sented by Mr. Schwinger before the 
Iowa Association of Life Underwriters’ 
sales congress in Cedar Rapids. It fol- 
lows: 

Good afternoon, Mr. Prospect. I 
didn’t stop in to sell you any life insur- 
ance today, because I don’t know that 
you need or want additional life insur- 
ance, and even if you did, it would be 
presumptious on my part to feel you 
would want to purchase it from me. 
However, if I may have the privilege of 
visiting with you for a few moments, 
and if I can give you some ideas that 
you can use now or in the future, is 
there any reason why I couldn’t have 
your busthess? 


How Much Would You Buy? 


Mr. Prospect, if you knew definitely 
that today was the last day you were 
going to be alive, how much life insur- 
ance would you buy? I have asked sev- 
eral thousand men that same question 
but have never received the same answer 
twice. Some men say they would like 
to buy at least $100,000, some $500,000, 
but you and I know that life insurance 
cannot be purchased promiscuously, but 
must be purchased in accordance with a 
man’s needs and his ability to pay. The 
question is, how much is enough? Not 
life insurance but income producing 
property. Before we try to answer that 
let’s take a fast moving picture of your 
family. You were born in what month? 
Day and year? Mrs. Prospect is younger 
or the same age? You have how many 
children, who is the eldest? 


Can Make Changes Now 


I’m going to give you the privilege of 
discussing your widow’s minimum needs 
and the beauty of this is that if we find 
some things that need changing, you can 
do it now. Mr. Prospect, I have a defi- 
nite responsibility to the people I serve 
because if you and I-don’t do this now, 
your widow will have to do it later and 
at that time she will not have you to 
counsel with and whoever assists her 
may not have her best interests at heart 
and then too, at that time if things are 
not as they should be, no changes can 
be made. 

The critical years for your family are 
the next five years before your youngest 
child reaches 18. What is the least 
amount of monthly income Mrs. Pros- 
pect would require to provide the actual 
necessities of life—food, shelter and 
clothing? 

In arriving at the minimum income 
don’t forget that this is to be a net in- 
come, there will be one less in the family 
to feed and clothe, you will not be here, 
there will be no expenses incidental to 
your work and neither will there be any 
life insurance premiums to pay. 

In your estimation the irreducible in- 
come to Mrs. Prospect during the crit- 
ical period must be $200 per month, is 
that right? 

Now, Mr. Prospect, naturally, you 
and Mrs. Prospect have always planned 
on college educations for your three chil- 
dren. A college education is needed 
more than ever today to enable one to 
compete in a world where competition 
1s tougher each year. The amount of 
income each of your children will need 
to go through college will depend some- 
what on the course they take and what 
school they attend. About what amount 





in planning did you and Mrs. Prospect 
figure each child’s college requirements 
would be? I think your figures for a 
minimum of $3,000 for each child is 
within reason. 

Now, Mr. Prospect, the children are 
on their own, going to college, with 
minimum income provided. Naturally, 
you would desire for Mrs. Prospect an 
income for the balance of her life. How 
much is the least she should have each 
month as long as life lasts so that she 
can continue living on in the same sur- 
roundings among her friends where she 
can maintain her own home so that the 
children can come back to visit with 
mother on Easter, Mother’s Day, 
Thanksgiving and Christmas, and later 
when the children have families of their 
own the kiddies big moment will be go- 
ing to spend the holidays with Grandma. 
In order to make all of this possible, 
what would be the least she would have 
to have or that you would want her to 
have? You feel then that the least she 
should have is $100 per month, is that 
right? 

Mr. Prospect, when a widow has ar- 
ranged her budget for income, what is 
the next step she must take? Isn’t it 
true that she must know what the actual 
immediate cash requirements are so that 
she can start out with a clean slate. Is 
there a balance on the home? $4,000. Are 
there any other obligations? $5,000. The 
average expense of last illness and fun- 
eral in the United States is $1,300. That 
of course is problematical because if you 
are confined to a hospital for several 
months before death it would take con- 
siderably more. However, if you went 
home with pneumonia and died two days 
later there would be considerably less 
expense. What in your estimation is an 
average amount we should figure on? 
That’s right, you never can tell, $1,500 
is a fair figure. 


What Will She Find? 


Mr. Prospect, when a widow has ar- 
ranged her budget for income and knows 
how much the immediate cash require- 
ments are, what is the next step she 
must take? Isn’t it true she must go 
over to the deposit box to find out what 
there will be to .do these things with. 
What will she find there, Mr. Prospect? 
Understand, anything you and I discuss 
is absolutely confidential, and don’t for- 
get that the life insurance dollars are 
going to be the same kind of dollars she 
will get from government bonds or any 
other holdings you may have. 

How much life insurance will she 
find? Plenty, well that certainly is fine. 
How much is that, $15,000, weil that cer- 
tainly is grand, now what else will there 
be, any mortgages, bonds, stock? Oh, 
you have stock in your company? Does 
this stock have a ready market gener- 
ally, and on today’s market or an aver- 
age market what will she be able to re- 
alize on this stock? $10,000, that is the 
extent of your holdings, right? 


Better Chance of Living 


Now, Mr. Prospect, I told you when 
we started that for our intent and pur- 
pose today that you were dead and 
buried, but I was only fooling because 
on the law of averages, you have a bet- 
ter chance of living to retirement age 
than you have of dying and if you were 
selecting a retirement age today which 
of the three universal retirement ages 
would you select, age 55, 60 or 65? 

In other words, you feel that age 60 
is just right, not too early, and not so 
late that you won’t have time to en- 





joy the fruits of your labor—right? Mr. 
Prospect, at age 60, what is the amount 
of income you feel you will have to have 
to permit Mrs. Prospect and yourself to 
do the things you have planned? You 
feel $200 will do the job nicely, right! 

Do you know the pension power of 
your present owned life insurance at age 
60? What I mean by pension power is 
how much per month the cash values 
of the life insurance you now own will 
provide under the terms of the contracts. 
It is not uncommon for men like you 
in responsible positions who are busy 
every moment of the day to be unin- 
formed on the pension power of your in- 
surance. However, that is one of my 
duties to advise you, and if I may ex- 
amine your policies for a few moments, 
I will take down the data I need to sup- 
ply you with this information or I can 
give you a receipt for your policies and 
gather these facts together in my office. 

Mr. Prospect, if it were possible that 
you could find a plan that would enable 
you to dismiss from your mind for all 
time the two greatest hazards of life— 
the hazard of living too long—you 
thought I was going to say die, but if 
you look around you the men and 
women you know personally who during 
the major part of their lifetime were self 
sustaining and today are dependent on 
friends, relatives or charity, I believe 
you will agree the greatest hazard is 
the hazard of living too long. 

The second greatest hazard is the 
danger of dying too soon before you 
have an opportunity of doing the things 
you have planned for your family. If it 
were possible that you could ‘find a plan 
that would eliminate these hazards down 
through the future it would certainly be 
worth a great deal, wouldn’t it? What 
could you put into such a plan per month 
if it were available? 

You say you could squeeze out $50 
per month? After I have carefully an- 
alyzed your situation, I will call. In the 
meantime, let’s call in the man with the 
little black bag and find out whether 
you can pass. 





Uncle Sam’‘s Annual 
Presentation Points 


Way for Agent 


By E. PAUL HUTTINGER 
Agency Secretary Penn Mutual 


While we are discussing the clean-up, 
there is nothing that can be compared 
with Uncle Sam’s annual presentation. 
Only he does not call it a sales talk. It 
goes by the more dignified name, reve- 
nue act of such and such year. Some- 
times there are two or three acts and 
then we define them by the months, but 
they all have the same sterilizing effect 
on the pocket book. 

Secretary Morgenthau is going to say 
something like this: 

“Mr. Meek, the least, not the most— 
the least that you can expect to pay 
next year will be from two to four 
times what you pay this year. So (smil- 
ing) you see how easy it is to figure 
your needs.” 

In fact, there are some thoughtful men 
in Washington—and most of the wise 
people are working there today—who 
believe our tax bills will be so high 
next March that we should be encour- 
aged to save now to pay them then, for 
fear we won’t have enough cash when 
the due date comes. 

This general sales idea also will apply 
to estate taxation. The plan now being 
considered, with reasonable certainty 
of adoption, is to increase the rates and 
reduce the exemptions. In fact, when 
Congress finishes with that title, many 





In 5 Years Writes 
1,000 Policies in 
Town of 2,500 


A heartening message for agents in 
small communities who may feel that 
their opportunities are limited, is given 
by Ray W. Schellbach, who represents 
New York Life at Nashwauk, Minn. 
This is a village of 2,500. Mr. Schell- 
bach states that besides the mining busi- 
ness there are four grocery stores, four 
filling stations, two garages, two hard- 
ware stores, two clothing stores, six, 
one chair barbershops, 10 taverns’ or 
restaurants, three pool halls, one hotel, 
one lumberyard, one movie, one bakery, 
one tailor and a Finnish bathhouse. 

Nevertheless, during the five years 
that Mr. Schellbach has been in the 
business he has written nearly 1,000 ap- 
plications and he finds that his job has 
only begun. He has by no means cov- 
ered all the life insurance needs of the 
community. If it were humanly possible 
to sell every insurable person, he stated 
he would become a senior Nylic before 
he would have an opportunity to go 
back and write additional insurance on 
old policyholders. 

Mr. Schellbach states that a small 
town insurance man must be master of 
himself. He must be able to compel 
himself to work at selling eight hours 
a day and six days a week like any other 
good worker. 

Small town people respect the insur- 
ance man who has no time to waste. If 
he is working hard and doing a busi- 
ness-like job he becomes known as a go- 
getter. His calls mean more and yield 
greater results. If he has a good reputa- 
tion, he doesn’t have to worry much 
about his “approach,” 

_Mr. Schellbach finds that the impres- 
sion that is conveyed by the voice is 
important, especially when using the 
telephone. He practices what might be 
called voice culture while traveling alone 
in his car, striving for better and more 
pleasing tones, proper pronunciation and 
enunciation and fluent, correct use of 
language. 








good citizens will have to live because 
they will not be able to afford death. 

Now there are two ways of looking at 
this news: 

(1) The attitude of the average pros- 
pect. He will be appalled by its sig- 
fincance and say that because of high 
taxes he cannot buy more life insur- 
ance. 

(2) But the underwriter who quali- 
fies will answer: 

“Mr. Prospect, you cannot afford to 
be without more life insurance. Here 
you have set aside one, two, five or ten 
thousand dollars for your clean-up. 
Why, Mr. Prospect, your income tax to 
be paid by your executor alone will be 
two to four times what you thought it 
would be when you planned this life in- 
surance estate. 

“Remember your executor has 18 
months to pay federal estate taxes. 
Where else could you leave that money 
until needed at 3 percent interest. That 
interest alone will pay this premium or 
give your wife an additional income in 
the critical year. 

_ “Because of certain changes to come 
in the revenue act this year, I felt it my 
duty to call on you and discuss the 
matter right now. We owe it to our 
policyholders to keep them informed in 
advance. This is not my idea, it’s 
Uncle Sam’s, Would you prefer 3 o’clock 
this afternoon or 9 o'clock tomorrow 
for our medical man to look you over?” 





It takes as much energy to wish as it 
does to plan. 
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Hubbell Reports 
Gains at Parley 
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Moines. President Hubbell, concluded 
with “Company Responsibilities and Op- 
portunities.” The afternoon and evening 
were reserved for a motor trip to Lake 
Louise and entertainment. 

View Recruiting and Training 

At the Organization Club’s annual 
meeting on Thursday discussions on 
“Today’s Recruits for Tomorrow’s Pro- 
duction” and “Today’s Training for To- 
morrow’s’ Established Agent,” were 
conducted by E. E. Cooper, assistant su- 
perintendent of agencies, assisted by the 
following general agents: O. G. Welsh, 
Cleveland; C. W. Cottingham, Sioux 
City; E. J. Phelps, New York City; M. 
R. Wallis, Philadelphia, and S. L. Rice, 
Albany. Mr. Smith spoke on “Morale 
Building and Today’s Problems with the 
Established Agent.” 

The President’s Club met under the 
chairmanship of W. B. Strief and fea- 
tured a round table discussion of pro- 
duction problems. 

The afternoon was devoted to enter- 
tainment followed by the annual presi- 
dent’s banquet. 





Freezing Order Causes 
More Work for Companies 
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his chances of being allowed nayments 
are not so good. Many beneficiaries or 
annuitants located in the affected coun- 
tries have instructed companies not to 
send any payments for fear that the 
money will be confiscated and they will 
never receive it. 


Ease Up on U. S. Citizens 


Originally if a United States citizen 
was not in the United States prior to 
the date of the order affecting the for- 
eign country in which he resided, it was 
necessary for the company to obtain a 
license for payment even after he re- 
turned to the United States. Now this 
has been discarded and he can receive 
payment through the normal course af- 
ter returning to the states. 

f an alien was in the United States 
prior to the date of the order affecting 
his country, he could receive payment 
by having the insurance company pay 
the money into his bank account which 
naturally was a blocked account. This 
has been changed, however, so that it is 
now necessary for the company to apply 
for a license on all payments. 

The total of all payments sent into 
affected countries isn’t very substantial 
compared with the aggregate amount 
paid by the companies in this country. 
Also individual payments sent abroad 
are not very large, for the total amount 
represents mainly many small annuity 
payments. If a person receives an an- 
nuity of a certain amount a month the 
treasury department will allow a com- 
pany usually to send accumulations with 
the regular payments. 





Hughes Des Moines President 


J. J. Hughes, Northwestern Mutual 
Life, has been elected president of the 
Des Moines General Agents & Manag- 


ers Club, succeeding Harry Haskins, 
John Hancock. 
Thomas Reed, Mutual Life, was 


elected vice-president and L. W. Secor, 
Washington National, reelected secre- 


tary -treasurer for the 13th year. 
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New Houston President 
Has Had Interesting Career 


Roy Cox of the Joe Smith agency 
of Aetna Life who has been elected 
president of the Houston Association of 
Life Underwriters, has been engaged in 
life insurance field work since 1929. 

An interesting sidelight is related by 
him concerning his decision to make 
this his life work. In 1915, in Spring- 
field, Mo., C. E. Randall and Roy Cox 
were competitors in rival banks. Dur- 
ing the next several years a real friend- 
ship resulted, which was only tem- 
porarily interrupted by Mr. Cox’ over- 
seas service with the A. E. F. Upon 
his return to civilian life, he reentered 
banking in Colorado. Meanwhile, Mr. 
Randall had become associated with 
Franklin Life and had heen advanced 
to superintendent of agencies at the 
home office in Springfield, Ill. After 
some exchange of correspondence, Mr. 
Cox was persuaded to join up with his 
long-time friend, and in 1929 he joined 
the Houston agency of Franklin Life. 

Mr. Cox achieved immediate success, 
but early learned that much work and 
study would be needed to equip him- 
self. As quickly as possible, he began 
preparation for the C. L. U. examina- 
tions. These he completed in 1937. Two 
years later, in 1939, he was elected to 
the presidency of the Houston chapter. 





Welcome Liberty Life Men 


The Bert A. Hedges agency of the 
Business Men’s Assurance held a picnic 
in Wichita for the sales force from 
Kansas and northern Oklahoma and 
their families, including the Kansas rep- 
resentatives of the Liberty Life of 
Topeka, recently merged with the 
B. M. A. J. C. Higdon, vice-president, 
was guest of honor and introduced the 
Liberty Life representatives, nearly 100 
being in attendance. 





Upholds Decision of Pink 


The appellate division of the New 
York supreme court, third department, 
has confirmed a determination of Su- 
perintendent Pink of New York who 
disapproved a form of industrial policy 
that was filed with the department by 
John Hancock Mutual Life. 
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Urges Sales Research Bureau 
for Business Generally 


Harold J. Cummings, agency vice- 
president Minnesota Mutual Life, who 
has just become chairman of the Na- 
tional Federation of Sales Executives, 
thinks other lines of business might 
well take a tip from the life insurance 
conmipanies and establish, through the 
federation, a great American sales re- 
search bureau. 


Cites Life Bureau’s Work 


“The Life Insurance Sales Research 
Bureau, supported by the life insur- 
ance companies, has shown what can be 
done by industry when it pools re- 
sources and sources of information,” 
Mr. Cummings said. “Such an Ameri- 
can sales research bureau for all busi- 
ness, a definite possibility now, may 
well become an outright necessity be- 
fore the defense program is completed. 
All selling should prepare now for pos- 
sible adversity. An American sales re- 
search bureau would go far in that di- 
rection. 





Allow Federal Union Policy Loans 


The reinsurance agreement of the 
Federal Union Life has been modified 
by the common pleas court at Colum- 
bus, O., to permit All States Life as 
trustee to make policy loans on any 
policy issued by the Federal Union and 
covered by the reinsurance agreement, 
provided such loans do not exceed 50 
percent of the loan value of the policy. 


Chicago Women Plan Clinic 
to Attract Women Employes 


A serious shortage of women em- 
ployes in the insurance industry due to 
the defense situation and the ignorance 
of young women as to the opportunities 
offered in the business were pointed to 
by the insurance division of the Won- 
en’s Executive Committee of Chicago, 
at a recent luncheon. Miss Sara Rynear- 
son, personnel department Kemper In- 
surance, is chairman of the committee. 
She is assisted by Miss Ethel Elmer, 
office manager Connecticut General 
Life; Mrs. Phyllis Boynton, manager of 
the casualty department Edward H. 
Walters & Co., and Miss Edith Sissle, 
comptroller Bartholomay & Clarkson. 
In connection with Youth Week the 
committee plans to conduct a clinic for 
girls Sept. 11 to acquaint them with in- 
surance, 

A survey is being compiled by insur- 
ance women to include pertinent infor- 
mation concerning training for potential 
employes and will be distributed to girls 
attending the clinic. Similar programs 
are being carried out by women execu- 
tives in 25 other industries in an effort 
to extend the Youth Week theme to a 
permanent program of aid to the young 
woman desiring employment. 


Jack Wiseman ageney Franklin Lite, 
St. Louis—The first six months of this 
year were the best in history with writ- 
ten business of almost $1,000,000 and 
paid business about $800,000. It is now 


in first position among Franklin agencies, 
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* That’s one prime thing about The Waldorf... 
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Commonweattx LIFE’S accelerated Ex- 
tension Program offers attractive incomes and 
agency possibilities to men who desire un- 
restrained selling freedom. Commonwealth 
Life ranks among America’s best rated com- 
panies. It offers policies to meet every 
contingency, from birth to the age of 70. Make an appointment 
by return mail. Our Field Representative will meet you in your 
city. Address your letter to 


A. WALTON LITZ * MANAGER OF AGENCIES 


All letters and inter- 
views will be held 
strictly confidential. 


MORTON BOYD ¢ 


INSURANCE COMPAN 
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The More, the Merrier 


At a break in the monthly agency 
meeting, one of the men was over- 
heard to remark on some particularly 
‘tough’ competition. 


Dec Ean a Ee ee Re ee mei 


“I'm glad to have them in my terri- 
tory,” another replied. “They make it 
easier for me to get business.” 


No one group of agents can keep 
the public constantly alive to the mer- 
its of life insurance as a solution to 
financial problems. All, working to- 
gether, can do so. 


Sound, ethical competition builds 
business. So, “the more, the merrier.” 


1) LIBERTY NATIONAL LIFE 
INSURANCE COMPANY 


Birmingham, Alabama 
FRANK P. SAMFORD, President 
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Committee chairmen for the Cincinnati convention of the National Association of 
Life Underwriters in September: 

Front row (left to right), the executive committee: G. J. Woodward, Equitable 
Society, hospitality; C. Vivian Anderson, Provident Mutual, hotel reservations; Judd 
C. Benson, Union Central, vice-chairman, president’s reception and ball; Ray Hodges, 
Ohio National, general chairman; Warner C. Wilson, Guardian Life, treasurer; Lee B. 
Scheuer, State Mutual, exhibits. 

Second row: Emmett C. Peebles, Northwestern Mutual, special guests and informa- 
tion; Burt H. Wulfekoetter, Massachusetts Mutual, Chartered Life Underwriters; Minna 
D. Carstens, Mutual Life of New York, women underwriters, local; Clara McBreen, 
Equitable Society, women underwriters, national; M. J. Hamilton, Mutual Benefit, 
supervisors; Harry S. Pressler, John Hancock Mutual, sergeant-at-arms; George E. 
Wohlgemuth, Nationa, UNDERWRITER. 

Back row: A. M. Kayser, State Mutual, assistant sergeant-at-arms; Gerald Isphording, 
New England Mutual, supervisors’ vice-chairman; Arthur H. Massa, Connecticut 
Mutual, press; John C. Sebastian, Union Central, registration; Guy D. Randolph, New 
England Mutual, entertainment; E. W. Simpkinson, Provident Mutual, information. 

Chairmen not present in the picture were: J. S. Drewry, Mutual Benefit, attendance 
and publicity; Charles H. Wible, Union Mutual, decorations; Irl B. Jackson, Massa- 
chusetts Mutual, general agents and managers; Jack Lauer, independent, Million Dollar 
Round Table, and R. C. O’Connor, Reliance Life, transportation. 


Noel C. Willis (left) of 
the Shepherd agency, Hous- 
ton, and Russell C. Whitney 
(right) of the Hill agency, 
Chicago, leaders of the Con- 
necticut Mutual in lives and 
volume respectively. Awards 
were made to them by Pres- 
ident James Lee Loomis of 
the Connecticut Mutual at 
the educational conference 
in Quebec. 


At fathers and sons 
meeting of Life Man- 
agers. Association of 
Los Angeles: Standing 
at head table (left to 
right) — Rollo Hays, 
Jr., New England Mu- 
tual; and Denton 
Hammond, Aetna Life, 
on the program; Ger- 
ald H. Page, Cali- 
fornia-Western States 
Life, in charge of the 
program; Walter E. 
Stoessel, National Life 
of Vermont, president 
of the group; Kellogg 
Van Winkle, Jr.,Equit- 
able Society; Wilmer 
M. Hammond, Jr., 
Aetna Life; and Rob- 
ert S. Northington, 
Connecticut Mutual, 
all on the program. 
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Sp Rag 


Governor Van Wagoner (seated) is shown congratulating Seth Burwell, newly 
appointed director of the life and fraternal division of the Michigan insurance depart- 
ment under a reorganization program suggested by the governor and being carried 
out by Commissioner Berry. Standing, left to right, are Commissioner Berry, Mr, 
Burwell, and H. Loree Harvey, Equitable Life of Iowa, Kalamazoo, president Michigan — 
Association of Life Underwriters, which was instrumental in developing sentiment 
for a separate life division. 


In June Volunteer State Life agents put forth special effort in honor of President 


Cecil Woods. On Mr. Woods’ birthday, he was presented with a shower of birthday 
cards accompanied by the largest volume of business ever submitted on his birthday 
since he has been with the company., A. Howard Blanton, agency vice-president, is 
shown presenting Mr. Woods with the birthday cards in the presence of directors. 
Left to right are: J. B. Friersen, Jr., Dixie Mercerizing Company; Robert F. Evans, 
vice-president-treasurer; G. R. West, Jr., Dixie Mercerizing Co.; Edward Finlay, attor- 
ney; S. K. Johnston, attorney; Mr, Blanton, Mr. Woods, D. H. Griswold and Z. C. 
Patton, American Trust & Banking Co. 
; 





